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Among the top class resort hotels 


in America is The Cloister at Sea 


Island, Georgia. 


Here may be seen during all sea- 
sons of every year a type of patron- 
age which expects the best in hotel 


comfort, food and entertainment. 


And under the long experienced 
direction of the Compton owner- 
ship, you will find these complete 
surroundings including circulating 
fresh air moved thru the guest 


rooms by the famous HUNTER 
ZEPHAIR attic fans. 
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UNTER FAN & VENTILATING CO., INC. 


ENERAL SALES OFFICE: MEMPHIS, 400 SO. FRONT ST. @ EASTERN SALES OFFICE: NEW YORK, 92 WARREN ST. 
WESTERN SALES OFFICE: 215 NORTH 17th STREET, ST. LOUIS, MO. 


Sales Offices: Atlanta, Chicago, Dallas, Houston, Los Angeles, Philadelphia, Boston, Cleveland, Detroit, 
Kansas City, New Orleans, Pittsburgh 
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NEW DIMENSIONS 





Now you can standardize on the new 
G-E 2500 lumen street lamps! 


OUR new, more compact 2500 lumen 

street lamps are now available from 
General Electric, offering several important 
advantages: 


Smaller lamp dimensions. Light center 
length reduced from 7” to 5%”; over-all 
length from 93%” to 744’. 


Improved, low-cost lighting. The new 
lamps have enabled manufacturers to de- 
velop luminaires that are smaller, less 
expensive, yet more effective in utilizing 
the light for safe seeing. 





Adapted to old Luminaires where 
lamps of 2500 lumen or less now 
are used, and to new Low-Cost 
Equipment of superior efficiency 


Interchangeability with lamps of lower 
rating. Greatly facilitate standardization. 
Can be used without socket adjustment in 
luminaires designed for 1000 lumen and 
smaller lamps. 


Protection against arcing. They embody 
close-lead construction as an additional safe- 
guard against service difficulties from arcing. 


Available in current ratings of 6.6 and 7.5 
amperes,and in standard 2000-hour and group 
replacement 3000-hour life ratings. For full 
details, call your nearby G-E lamp office. 





G-E LAMPS 


Constantly improved by research to 


Stay OG 


Longer! 
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SALES-CLINCHING 


new NOMA 






















) A favorite with parents, home owners 
and apartment dwellers, the NOMA eee Ce ys 
ie Heater is absolutely baby-safe and pet- Choice of 3 durable finishes — as “al 
proof. Its non-glowing FIN TUBE ele- ees. > 
j ment is enclosed in a hazard-free steel 


3 cabinet that pours out the heat, yet is ey Facts about NOMA that mean business for you 


) always cool to the touch. Stock NOMA 
| now or in any season—it sells the year 
‘round as an auxiliary heater that plugs in 
to fill all seasonal requirements, No fans, 
no moving parts, nothing to wear out. 
For complete information and name of 
= ‘nearest distributor, write or wire 
OMA today. 


The NOMA Heater is conveniently portable, plugs into any outlet. 
Extra-length plug-in cord (8 ft.) lets you move the NOMA Heater 
around where you want it. 





Delivers thorough comfort. Not just a spot heater, it carries 
warmth to every corner of the room—100% EFFICIENT—all elec- 
tricity is converted into useful heot. 





Baby-safe and pet-proof. The heat’s in the room, no? in the metal! 
Guarded switch. FIN TUBE element fully enclosed in a spot-welded 
steel cabinet. NO GLOWING WIRES—NO FIRE HAZARD. 








———Speci fications ——__—_ 
NOMA "A3” Length 22", Heicht 1814", 

_ Width 6", 115 and 220 . 
Volts, 1000 Watts, AC or DC, Weight 20 Ibs, © 


NOMA “A4" Length 22”, Height 18%”, 
Width 6”, 115 and 220 
Volts, 1320 Warts, AC or DC, Weight 20 Ibs. | 








NOMA’s spot-welded construction provides lifetime durability. 
Nothing to wear out, lasts indefinitely without servicing to main- 
tain your reputation for quality sales. 


Handy as a quick-dryer, too. No dust-catching fans 
moving parts, so it dries hair and personal wash 


| DIVISION | 
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UNIVERSAL’S New 


VipieufC_- GOES THEM ALL ONE BETTER! 
—IN BEAUTY, FEATURES, SALES APPEAL! 





NIVERSAL is proud to announce the new 

addition to an illustrious family—a new, 
fully Automatic Toaster in the best tradition of 
top-quality table appliances. It is beautifully 
streamlined with new exclusive automatic fea- 
tures which make it the leader in the field. No 
other Automatic Toaster equa!s it in sales appeal. 


1. Toast-Timer Dial—Makes toast to your taste 
from “dark to light.” 


2. Ser-Vue Feature—You can look at toast 
without interrupting toasting cycle. 


3. Clean-Easy Crumb Tray—Hinged bottom 
tray is easily opened for cleaning. 


LANDERS, FRARY & CLARK . NEW BRITAIN, CONN. 
Universal Applicaces distributed in Canada exclusively by Northern Electric Ce., Ltd. 


‘a 
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EVERYTHING FOR.. 
4 | Ds our planto® 
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Graybar distributes wire, cable, wiring supplies 


product 


and tools .. . offers specialized, local service 


we ¥ 
Whether the wiring will be indoors or outdoors—aerial 
or underground—there are excellent reasons for hav- 
ing Graybar provide everything the job requires: (1) 
We distribute carefully-selected makes of wire, cable 
—busduct, conduit, raceways—connectors, insulators, 
sockets — switches, panels, fuses — everything else for 
iring, including primary equipment and specialized 
ols. (2) We know wiring—all kinds—and are care- 
to supply items that properly complement each 
. (3) Right in your vicinity there’s a Graybar 
alist who can capably assist you or your electrical 

tor in planning any wiring job. 


electrical items are quickly ayailable from 
-by warehouse. As currently unavailable items 
duced, we'll be ready to meet all your needs for 
power apparatus, ventilating equipment, light- 
bctric tools, and communication units. 4698 


GRAYBAR ELECTRIC COMPANY 


3 Amarillo, Asheville, Atlanta, Beaumont, Birmingham, Char- 
>) lotte, Chattanooga, Columbia, Corpus Christi, Dallas, Durham, 
Fort Worth, Houston, Jackson, Jacksonville, Knoxville, 
Miami, New Orleans, Norfolk, Orlando, Richmond, Roanoke, 

San Antonio, Savannah, Tampa, Winston-Salem 


Lverytl tre 
— 
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Now! a New Plan to Push 





Winter-time Sales of 
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(HL 


VENTILATING FANS 


y ¢ NW 
“NTILATION PLUS cooll™ 





Here’s the answer to profitable, year-around 
sales of ventilating fans! It’s the new Silent 
Breeze deferred payment plan. To stimulate 
winter-time sales! To relieve the spring and 
summer-time installation rush! To pave the 
way for increased volume and increased 
profit! Here’s how it works: 

Customers who order their Silent Breeze 
fans now can be sure of early delivery and 


TH AIR IN Mozy 
Y 


installation. And, with the deferred pay- 
ment plan you now can offer, they don’t 
have to pay a cent until May... can spread 
easy installments covering fan, installation 
and accessories over 36 payments. 

So, write today for full details on the 
Silent Breeze deferred payment plan and the 
hard-hitting advertising and sales promo- 
tion helps to put it across in your locality! 


HOLCOMB & HOKE MFG. CO., INC. « 1545 VAN BUREN STREET ¢ INDIANAPOLIS 7, INDIANA 


SILENT BREEZE COOLS THE 
WHOLE HOUSE in a matter of 
seconds. Draws in. fresh, cool 
air; exhausts flat, stale air 
through the attic. Sturdily, rug- 
gedly built for dependable per- 
formance, with minimum post- 
sale service. Completely auto- 
matic operation. A full line of 
sizes for all homes, shops and 
factories. 





AVAILABLE NOW TO ALL SILENT 
BREEZE DEALERS! This compre- 
hensive, well-illustrated, 48- page 
manual contains all information re- 
quired for the selection and instal- 
lation of Silent Breeze Ventilating 
Fans in alltypes of residential, com- 
mercial and industrial applications. 





Soe our Exhitil— th Intemational Healing Ta Ventilating 


Caprosilion — January 27th to 3454, 1947, Cleveland, Ohio 
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4-WAY FULL-VUE SOLEPLATE means easier ironing! bunch up material on the back stroke—lets the iron 
The taper-rounded back of the General Mills Tru-Heat glide effortlessly in any direction — gives ironers an 
Tron noses handily into hard-to-get-at places ... doesn’t | unobstructed view of their work, back and front! 


Covers more ironing at every stroke ! 


It’s big! The ironing surface of the General Mills Tru-Heat 
Iron is 15.7% larger, 28% longer, than the average of five other 
leading irons—larger than any of them. Every stroke does more 
ironing . . . and does it easier! 

But there’s more to the story. There’s the Safety Side Rest that 
ends tiresome lifting ...there’s Tru-Heat Control, that reacts 
faster to temperature changes than ordinary types of iron heat 
regulators . . . there’s the new all-around Button Bevel that irons 
under buttons with any part of the iron edge. There’s feature after 
feature to make ironing—and selling—easier and faster. 


NOW BEING DISTRIBUTED IN: Minnesota, Nebraska, the 
Dakotas, Wisconsin, Iowa, Michigan, Indiana, Montana, 
Wyoming, Utah, Colorado, New Mexico, and parts of 
Idaho, Illinois, Kentucky, Ohio and West Virginia. Other 
states to follow soon! General Mills, Inc., Home Appliance 
Department, Minneapolis 13, Minnesota. 


<a Bi) | A Betty Crocker is 
THE IRON SPONSORED BY Bett, Chocken General Milla, Ine. 
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EVERY STAR 





AAS IVS POINTS 


With a choice of five streamlined 
financing plans, each with its own 
strong selling points, you can really 
write your own ticket on the kind 
you want, and be sure that it will get 
you the most volume and profit your 


market can yield. 


From experience, we know that you 
can get more profit on your financed 














sales than from cash customers. We 
know that our credit selection is so 
sound, it will comb out maximum 
volume on practically a 100% loss- 
free basis. 


Why don’t you call in a Commercial 
Credit representative and let him help 
you pick the one “star”? plan that 
best fits your particular business ? 























COMMERCIAL CREDIT CORPORATION | 


BALTIMORE, MARYLAND 
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Avoid dangerous 
safety 


Laboratory Tests Prove 
The “Hidden Values”’ of 
Safety and Efficiency of 


Vacu-Lreak. Satety 
Switches, Compared With 
Ordinary Enclosed Switches. 


In the test set-up, an ordinary 
I enclosed switch and a Vacu- 
Break Safety Switch are connected 
in parallel so that either switch 
can be used to make or break a 
30% power factor load of 50 
AMPERES, 540 Volts. This power 
factor approximates the condition 
prevailing in the case of a motor 
with a stalled rotor. 


a 


The arc is barely visible when 

the circuit is ruptured with 
the VACU-BREAK Safety Switch 
under the same conditions (but 
without the precaution of the 
extension operating handle). Two 
photos, showing the VACU- 
BREAK Switch at the instant of 
Opening and closing, differ only 
in the position of the handle and 
the operator's hand and the posi- 
tion of the ammeter needle. 








arcs. Use V/facu-rx00k 


switches 


An are of considerable size and duration, with accom- 
2 panying flames of dangerous magnitude and inten- 
sity is produced when the circuit is ruptured with the 
ordinary enclosed switch. In this case am extension oper- 
ating handle was used as an extra precaution. (Keeping 
the camera open to catch the arc flash produced a 
phantom picture of the operator’s arm as the switch 
handle was moved to the OFF position to break the 


circuit.) 


ON’T take risks in your plant! Get 

the positive protection of BullDog 
VACU-BREAK Safety Switches. Their 
quick-acting Clampmatic Contacts, “tight 
as a bolted connection,” and the exclu- 
sive Bakelite Arcing Chamber that snuffs 
out dangerous arcs safely and instantane- 
ously, insure long, trouble-free switch life. 


For these authentic test pictures show 
that even with as small a load as 50 
AMPERES, dangerous power arcs can 


develop on motor circuits under stalled 
e 


BullDog Also Manufactures BUStribution DUCT — Switchboards — Panelboards — Circuit Master 


rotor conditions or on welding circuits or 
similar types of inductive loads. 


In such cases, with ordinary enclosed 
switches a large open arc can jump to a 
pole of .opposite polarity or to the steel 
switch enclosure causing a dangerous short 
circuit power arc. 


So avoid all such hazards to your per- 
sonnel and property and minimize pitting 
and arcing of contacts which lead to 
eventual break-downs by always specifying 
—VACU-BREAK—when ordering safety 
switches. 

* 

Breakers — Industrial 


Trol-E-Duct for Portable Tools, Cranes, Hoists—Universal Trol-E-Duct for totally flexible lighting. 


BULLDOG @ 


ELECTRIC PRODUCTS COMPANY 


DETROIT 32, 


MICHIGAN 


In Canada: BullDog Electric Products of Canada, Ltd.; Toronto 
Field Offices in All Principal Cities 
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l 
'--RED INDEX shows the highest 
or lowest temperature reached ! 


Simply swing the red index to the low side of the temperature pointer, and the index 
will move to the lowest temperature reached, and remain there until manually reset. 
For highest temperature record, simply swing the red index around to the high side 
of the pointer. 

The index movement in no way impairs the guaranteed high accuracy of. the 
WESTON Thermometer. 

Thus the WESTON Maximum-Minimum Thermometer provides, at only slightly 
above ordinary thermometer prices, a means of obtaining high or low temperature 
records on equipment or processes where these extreme temperatures are critical. 
Ideal for transformers, sterilizers, ovens, chemical equipment, food processing, etc. 
For complete information, consult your nearest WESTON representative. WESTON 
ELECTRICAL INSTRUMENT CORPORATION, 686 Frelinghuysen Avenue, 


W Newark 5, New Jersey. 


ee 
MBANY © ATLANTA © BOSTON © BUFFALO © CHARLOTTE © CHICAGO © CINCINNATI © CLEVELAND © DALLAS © DENVER © DETROIT © JACKSONVILLE © KNOXVILLE © LOS ANGELES © MERIDEN © MINNEAPOLIS © NEWARK 
WHEW ORLEANS © WEW YORK © PHILADELPHIA © PHOENIX © PITTSBURGH © ROCHESTER © SAN FRANCISCO © SEATTLE © ST. LOUIS © SYRACUSE © IM CANADA, WORTHERN ELECTRIC C8., LTD., POWERLITE DEVICES, LTB. 
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Only MONARCH builds this 
“Deep-HEET’ Saucepan with... 

































This Monarch “Deep-Heet” Sauce 
Pan is another example of how 
Monarch’s “50 years of cooking 






ars — ose meen eae 

“f ETE 5 ° 23: * 

=. = 8 i progress” is providing America’s 
oi - }- a") Q GO 28 6 @ 7 oe x d homemakers with exclusive cooking 


conveniences that mean easier and 


Picea tlie 4 ait | speedier preparation of meals . . . 
ae — le ' and in providing Monarch dealers 
aa ‘ with exclusive demonstration feat- 


; ures that mean easier and more 
: profitable electric range sales. 











MALLEABLE IRON RANGE CO. 
4816 Lake St. Beaver Dam, Wis. 














RANGES AND HEATERS 














“Deep-Heet” Saucepan is standard equip- 
ment on Monarch’s famous Roaster Range. 
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Plants in 25 cities Offices everywhere 


Westinghouse 








LAMPS FOR SEE-ABILITY 
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BOOKLETS TO SELL BETTER LIGHTING 


The new practical guide 
to fluorescent lamps — 
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lr you don’t already have 


this helpful literature, 


send for your copies now 


Booklets like these help you sell lighting by explaining to 
your customers the characteristics, operation, and 


advantages of modern light sources. 


Down-to-earth, simple, and profusely illustrated, they were 
designed for use by busy people interested in the proper 


application of light. 
REASONABLE QUANTITIES FREE. We will be glad to 


send you reasonable quantities of any or all of these 


booklets for yous use: in.) i epmoting a sales. There is 


“ 4 
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One of a series of excerpts from the Hotpoint 
library of Planned Electrical Merchandising. 


Do APPLIANCE SALESMEN “barge in where angels fear to tread?” Do they try 
to sell an appliance before finding out what the customer needs—and why? 


With a few adroit questions about her family, her home, her outside 
activities, the good salesman gets his customer to talk about herself. The 
information he gleans gives him the green light on selling an appliance 
that suits her needs. 


Try patterning the sale to the customer’s needs fo sell a 
Hotpoint Electric Clothes Washer: 


1 Find out how large a family she has; the size of her washing. If large, sell 














as well as dainty dresses — stress the triple action washing. Do her children 
sometimes help on washday?—explain the safety features. Is time an impor- 
tant factor in her day? — explain how she can save time with a Hotpoint 
Electric Washer. 


€ 2 Take her over to the Washer. Explain how and why the Thriftivator and 
* Lovell Pressure Cleanser Wringer, etc. answer her problems. 


* 3 Give ber a demonstration of the Washer at work. Let her operate it herself. 


~*~ Such a sale pattern will convince her she WANTS a new Hotpoint Electric 
". Washer— because you have proved it is the answer to her NEEDS! 


a Copr. 1946 Edison General Electric Appliance Co., Inc., Chicago 





LIANCES 
APP np Years Experience 


®e6 HOME 


tity Assured bY 






Dependabl 
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her on the large capacity tub. Find out if she washes heavy shirts and pants 
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Convenience and accessibility of controls are 
but two of the many potent arguments for 
centralized control. Here are a few of the 
advantages:— 


SAFETY of dead front enclosure with operation 
of all mechanisms from the front offers greatest 
protection to your operator. 


SIMPLICITY of installation and wiring results 
in reduced costs. 


SPACE SAVING with the single enclosure is 


WITH CENTRALIZED CONTROL ONE MAN 
IN ONE PLACE CONTROLS EVERYTHING 


accomplished. Frameworks and wall supports 
are not needed. 


ENGINEERED CONTROL to meet your own re- 
quirements at little or nothing above the final 
cost of individual control units. 


These are but a few of the reasons why alert 
engineers are specifying centralized control for 
modern plant installations. 

Let us show you the benefits. A Ward Leonard 


engineer will gladly help you to select a 
centralized control to meet your exact needs. 


; 
| 


Typical 
Centralized Panel 


Front View 


RELAYS ¢ RESISTORS ¢ RHEOSTATS 
Electric control ~ devices since 1892) 
WARD LEONARD ELECTRIC COMPANY Rear View 
37 SOUTH STREET, MOUNT VERNON, N.Y. © OFFICES IN PRINCIPAL CITIES 


WARD LEONARD 


) ELECTRICAL SOUTH for NOVEMBER, 1946 13 


















OWNERSHIP of farms by farm operators in 
the 14 Southern states has increased 47% since 
1930. During the same period, sharecropping 
has shown a rapid decline. In 1930, 264 farmers 


out of every 1,000 were sharecroppers. Today, 
only 94 farmers out of every 1,000 are share- 
croppers. 

The farm family of the South today ranks 
higher in national averages than ever before 
in history, when measured by such yardsticks 
as farm income... farm tenure... size of farm 
...size of home...education and other quality 
factors. 


All of this is proved by the results of a new, 
personal-interview survey of a representative 
sample of the entire farm population of the 14 
Southern states recently completed by Cross- 
ley, Inc., for The Progressive Farmer. 


Every advertiser and agency interested 
in the Rural South’s nearly $6 BILLION 
buying power should have a copy of “THE 
FARM FAMILY OF THE SOUTH TODAY.” It is free. 








RALEIGH 
CHICAGO 


Advertising Offices: 
MEMPHIS, DALLAS, NEW YORK, 
Pacific Coast: Edword $, Townsend Co., San Francisco, Los Angeles 


14 


BIRMINGHAM. 


The New South is a Land of 
Prosperous Farm Owners 










Send today for your free copy of this 
24-page book of facts Crossley discov- 


ered about the New South. 








r 1 
THE PROGRESSIVE FARMER 
| 821 North 19th Street, Birmingham 2, Ala. | 
Gentlemen: Please send me today, without charge, ! 
j 2 copy of “The Farm Family of the South Today.” 
| PIN for ciccincs We ow vay Kis, EN Gn Kis eho ware-w eis 
: IC LAs cho eMineWeNce sense tienes ses 
NE, ooo adeScbcct0swareueeeercsanepinn 
| ae ae ae De ne | 
a oi 
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SERVING YOU THROUGH SCIENCE 


NOW AVAILABLE FOR 
PROMPT DELIVERY 


A NEW LINE OF 


BUILDING WIRE witn 


ALUMINUM CONDUCTORS 


All Coils Bear the 
OTe -ya ail eee Melelelachaclaleys 
Label 


U.S. Rubber Company meets the present shortage of criti- 
cal materials by augmenting its line of RU Laytex copper 
conductor wires and cables with a line of RU Laytex 
Aluminum conductor branch circuit wires and cables. 
RU Laytex is America’s smallest diameter, lightest weight, 
rubber-covered building wire. Laytex wires have perfectly 
centered conductors, insulated with 90% unmilled, grainless 
natural rubber having excellent dielectric strength. Write 
for further information. 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N.Y. 
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SURE 
PROTECTION 


is cheaper than 
uncertain hazard 


Ir may be easy to take a chance 
--especially if wiring is in out of the way 
places, if it seems to be safe from careless 
people and tamperers. 

But who can figure the cost of the risk-- 
the risk of dust accumulation, moisture 
and vapors, vibration, intruding animals, 
birds, insects, possible explosion? 

The only inexpensive fire or explosion 
is the one that is prevented from happen- 
ing. It is cheaper in the end to be posi- 
tively safe, to provide dependable protec- 
tion for electric wiring--just as has been 
done in the attic space pictured here--for 
residence or public building, store or 
factory. 

Youngstown “Buckeye” is a standard- 
threaded, full-weight rigid steel conduit-- 
most widely used conduit in the world. 
Rigid steel conduit provides the only kind 
of wiring system that the National Electri- 
cal Code approves for hazardous locations 
and occupancies as being dust, moisture, 
vapor and explosion proof. Local distri- 
butors have “Buckeye” in stock now. 





YOUNGSTOWN 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
Export Offices - 500 Fifth Avenue, New York City 


Manufacturers of 


OF 0.010) \ Gary. 0 OD Gay -0\ Du 40} OD an.¥ 8 292 
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THE NEW 


3) STRATOLITER 


OPENS UP A GREAT NEW MARKET! 





Here’s the truly modern fluorescent 
fixture your customers have been wait- 
ing for! The versatile new PICKWICK 
STRATOLITER combines the ultimate 
in performance and good-looks . . . fills 
every home and business need. 


Sumy eats w, 





CON NEC T 


The STRATOLITER is precision made 
to highest PICK WICK standards. Each 
part is precision-built to assure uni- 
formity and durability. And each fix- 
ture is thoroughly tested to guarantee 
always top PICKWICK quality. 





PICKWICK Lighting Inc. 


:& 8... 9. as 




















Amazing New Combination 
PORTABLE HEATER and FAN! 








°"N COLD 


Simple as ABC. . . Flick 
the switch one way and 
out comes a cool, gentle 
breeze ... the other way 
and it draws the air of the 
room through . . . blows it 
out hot. 











Made of all steel with carrying handle 
in modern design, and handsomely finished 
in ivory baked enamel. Guaranteed for two 
years. Retails for less than $16.30 with 
generous margin of profit for you. 





PORTABLE ELECTRIC HEATER COMPANY 


424 BENTON STREET, DETROIT 1, MICHIGAN — RA 1297 


ELECTRICAL SOUTH for NOVEMBER, 1946 : ELECT! 








. the Endurance of Copper 
@ Plus 
Lhe Strength of Sted 
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HUBBARD-COPPERWELD 
SECTIONAL GROUND RODS 


No. 29440 
Sectional Rod 
Hubbard-Copperweld Sectional Ground Rods have 
been designed for use in locations where deep 
grounds are necessary to reach firm soil. The use of 


N fs sectional rods eliminates the nuisance of extra long 
. & 3 - rods which are clumsy to handle in the warehouse 





and on the truck. Sectional rods are the same as 
standard except that they are threaded on each end. 
Joining is accomplished by couplings as shown. For 
driving purposes a stud bolt is inserted in the coup- 
ling at the top of each section. 


















































































No. 29534 No. 9534 
Stud F Coupling 
eeeeesveee 
: Stock No. Description Size a PP roo bn 
° 29430 Sectional Rod 1/2" x 10 Ft. sso. 
e 29440 Sectional Rod 5/8” x 10 Ft. 860 
e 29450 Sectional Rod 3/4” x 10 Ft. 1220 
- 9533 Coupling 1/2” 18 as 
9534 Coupling 5/8" ; = 
si 9535 Coupling 3/4" 46 
. 29533 Stud 1/2" is 
No. 9492 e |___29534 Stud 5/8” 23° 
lamp 29535 Stud 3/4” 35 
. es 
7 ___- 949 ae Safety Set __2' es 25 se 
_ 9492 | Screw Ground eS Aa Ae Oe 
$i 9493 Clamps 3/4” 45 
. — m7 
No. 9592 ___9591 ___I) sq. Head. Set 1/2 aS 
A lamp 9592 Screw Ground 5/8" 35 
ssembly a2a~—C Clamps v7 —— 
of Sectional eeee354u5xe3e#e 9593 3/4 45 
Rods—Couplings 
and Stud 
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ESSEX WIRE... taere /s Wo Better Made! 


Essex makes the kind of wire every shop wants and needs — soft ape 
MAGNET WIRE with tough, high quality insulation — formvar, 
enamel or fabric — and PB300 LEAD WIRE — the lead wire for 
motor repair shops — flexible and easy to use. 

Made to stand up under your baking varnish treatment without 
harm— incorporating every latest technical development to improve 
both wire and insulation—ESSEX WIRE meets the toughest require- 
ments for top quality and service. 

Shipment can be made from warehouse or factory stocks. 


Send for Complete List and Prices 





VARTEX CLOTH AND TAPE 
eee The Peak of Quality! 


Dependable — low in cost — VARTEX VARNISHED CLOTHS 
vauty AND TAPES insure all your repair jobs against failures and 
protect you against comebacks and customer dissatisfaction. 


VARTEX gives you all these qualities — easy-working flexibility 
at any temperature — great mechanical strength — high dielectric 
properties — and maximum resistance against oil, grease, acid. 
alkali, moisture, heat and abrasion. 

V ARTEX is made only from the strongest long-staple cotton — 
the finest insulating varnish — under rigid scientific manufactur- 
ing controls — to insure perfect uniformity and the highest quality. 
VARTEX is the cheapest insurance you can buy on your time 
and work. The sizes and thicknesses you need are carried in stock 
for immediate delivery. 

Write Today for Samples and Prices 


U-WEDJ * FIBRE ARMATURE WEDGES 


«ee With the Perfect Shape! 
IWI “U” Shaped Fibre Slot Wedges — U-Wedjes — give you the 
best possible protection against electrical and mechanical troubles 
and failures. 

Formed to fit the motor slot perfectly, U-Wedjes protect and hold 
windings firmly in place — won’t turn over in the slot — slip over 
both sides of the slot cell insulation — and permit windings to be 
placed closer to the top of the slot. 

U-Wedjes are made of the finest fish paper — are easy to handle 
and use — come in standard 48” lengths or 250 ft. bundles — and 
do a swell all-round job! Try U-Wedjes! 

Write for Free Sample Set, Mounted, Ready to Use 
*Trade Mark Reg. U. S. Pat. Off. 





INSULATION AND WIRES INCORPORATED leon teed 


2127 PINE ST. + ST. LOUIS 3, MISSOURI of the IWI 
ATLANTA 3, GA. ° HOUSTON 2, TEX. Blue Catalog. 
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@ SHUTLBRAK 
SWITCHBOARDS 
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‘ 
" 
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LA Ne FOR THE 
TURE 


\. @ DESIGNED for FLEXIBILITY... @ one-piece 
switchboard units can be conveniently arranged — 
singly or grouped. Removable end walls permit adding 
sections to either side. 


* @ SECTIONALIZED for EASE and ECONOMY 
of INSTALLATION . . . @ assembled and shipped ready 
for connection of main and branch circuit cables... re- 
ducing installation costs. Sections readily fit together... 
with built-in junction boxes at top plus removable covers, 


\ @ TAILORED TO MEET YOUR EXACTING 
REQUIREMENTS... . Number and capacity of @ Shutl- 
brak Switches provided as specified by you. 


ELECTRICAL SOUTH for NOVEMBER, 1946 


Switchboards like everything else must keep pace. 
They should be planned with an eye to the future. 
@ Shutlbrak Switchboards make it easy not only to 
provide adequately for present day needs, but for 
future expansion as well. 


Each unit of these modern, safety-type, heavy duty 
switchboards is self-contained, with all switch units 
connected to the bus bars of that section. Each has a 
junction box built into the top of the panel so that any 
number of units can easily and quickly be joined side 
by side or otherwise arranged to fit available space. 


The @ Shutlbrak Switch, the outstanding char- 
acteristic of this switchboard, embodies the latest de- 
sign and construction for a high quality heavy duty 
industrial switch with quick make and break connec- 
tions held under compression by a tempered steel 
spring in the shuttle enclosure and with ( Kamklamp 
fuseholders. All copper surfaces are silver plated for 
good and lasting service. All steel parts are either made 
of galvanized steel, or cadmium plated. Switches are of 
interlocking type. 


If it is high quality heavy duty switching that you 
need, insist on @ Shutlbrak Switchboards — the 
switchboard for today and tomorrow! 


oe 
BETTER JOB 


frank XHdam 


| SHUTLBRAK 


FRANK ADAM ELECTRIC CO. 
ST.LOUIS, MO.U.S.A, 























WE'RE not guessing when we say URC lasts 
longer. Uniformity is its outstanding vir- 


tue, thanks to rigid tests of materials and 


finished products. Results indicate that 





URC Weatherproof will give lasting serv- 


ice—for years and years. 46901 
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© Old-type saturants and finishers after rigid aging tests. Note the | @ URC saturants and finishers after the same tests. Consistency of 
lack of uniformi:y in flow and stability. these results clearly explain the longer life of URC Weatherproof. 
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LOOK TO Aaconda FOR WEATHERPROOF THAT LASTS | 
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When you're thinking about tying-in with 
a fan line (and what smart dealer isn’t!) you’re 
thinking about your future . . . and it will pay 
you to think twice about the kind of outfit that 


makes the fan . , . and guarantees it! 


Consider these facts . . . The American 
Coolair Corporation has pioneered in the mak- 
ing of large, quiet exhaust fans, and has for 
many years specialized in developing and per- 
fecting this one type of product . . . no scatter- 
ing of effort over a wide range of products! 
Protected by many exclusive, patented features, 
Coolair home-cooling units show outstanding 
promise for making real money in the electric 


appliance field. 


If you are making plans for a fan in your 
future, don’t neglect the opportunities that are 
still available with Coolair. Talk with your 
distributor without delay .. . start your plans 
now for a bright future with Coolair! 











A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 


SWEET’S CATALOG FILE SWEET’S CATALOG FILE 
Architectural For Builders 


AS.H.V.E. GUIDE ELECTRICAL BUYERS REFERENCE 


AMERICAN COOLAIR 
CORPORATION Manufacturers 


3604 MAYFLOWER ST. JACKSONVILLE 3, FLORIDA 
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TALUMINEX® 





BROWN 





BS-3 “Aluminex Brown” Three Gang Switch Plate. 


BS-1 “Aluminex Brown” Single Gang Switch Plate. 
BS-2 “Aluminex Brown” Two Gang Switch Plate. 
1S-3 “Aluminex Ivory” Three Gang Switch Plate. 


BR-1 “Aluminex Brown” Duplex Receptacle Plate. IR-1 “Aluminex Ivory” 













ALUMINEX PLATES WITH SATIN ALUMINUM 
LACQUERED FINISH SUITABLE FOR EVERY TYPE 
OF COMMERCIAL USE. 
AS-1 “Aluminex” Single Gang Switch Plate. 
AS-2 “Aluminex” Two Gang Switch Plate. 
AS-3 “Aluminex” Three Gang Switch Plate. 
AR-1 “Aluminex” Duplex Receptacle Plate. 





ALSO “PAINTOVER” UNFINISHED ALUMINUM 
PLATES THAT TAKE ANY KIND OF PAINT USED 
ON WALLS. 
PS-1 “‘Paintover” Single Gang Switch Plate. 
PS-2 “Paintover” Two Gang Switch Plate. 
PS-3 “Paintover” Three Gang Switch Plate. 
PR-1 ‘“Paintover” Duplex Receptacle Plate. 


See Your Electrical Wholesaler 





BROWN and IVORY . . . finished with baked wrinkled enamel — beautiful 
and durable. These plates — made of pure aluminum — are being widely 
chosen by contractors because they are breakproof, rustproof, easy to handle 
and flexible— conforming to any wall. 
ALUMINEX plates a big volume, profitable item . . . Obtainable in single, 
two and three gang switch plates and duplex receptacle plates . . . Order 
today by numbers. Prompt delivery. 


Jobbers everywhere are finding 











IS-1 “Aluminex Ivory” Single Gang Switch Plate. 
1S-2 “Aluminex Ivory” Two Gang Switch Plate. 


Duplex Receptacle Plate. 
















Sales Office: 80 West Peachtree Place, N. W., Atlanta, Ga. 
Plant at Marietta, Ga. 
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3 DAN FOR BASIC SALES TRAINING 


UntRAINING Old salesmen and ino- 
culating mew recruits with modern 
technique that helps customers buy 
what they need instead of what they 
want, is part of the basic training now 
being given in Training Hall, Wash- 
ington Electric Institute, Washing- 
ton, D. C. 

Recognizing that the dealer with 
the best trained sales force will fare 
best in the highly competitive days 
just ahead, the Washington Electric 
Institute, under the direction of Wm. 
G. Hillis, managing director and Rob- 
ert M. Mook, sales training director, 
has brought out a number of “selling 
firsts.” 

It is the only such school in the 


The sales training school of the 
Electric Institute of Washington, 
D. C., is the only school of its 
kind that is operated continuously 
throughout the year. New recruits 
get training separate at the start 
from the “old timers.” At right, 
a typical group; below, a scene 
during session of group studying 
“Product Use and Demonstration.” 


country that operates the year-round. 
It separates the sheep from the goats. 
It has separate courses for experienced 
salesmen in which they are “unsold” 
on some of their pet ideas. 

New recruits get separate training. 
“Old timers” who may have rung 
doorbells for years will not be num- 
bered among the members of these 
classes so that the new salesman will 
not be exposed to their pet foibles, 
standard disappointments, and _parti- 
cularly their “experienced” viewpoint 
which might discourage newcomers. 
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The first eight-weeks course has just 
been completed and the second one 
has started. Retailers of electric ap- 
pliances may send their salesmen, old 
and new, to this school, at no charge, 
it being a service rendered as part of 
the membership service. 

Reasons for such a thorough and 
elaborate training course are more 
than sound. 

“No industry is in such need of 
a streamlined sales training program 
as the appliance trade,” Mr. Hills, 


managing director said. “Everybody 






who can rent a foot of ground is going 
into business. Veterans are opening 
up stores by the minute, bolstered by 
the training they received in the arm- 
ed services on electrical devices. Many 
of these will be the family type store, 
a tough one to compete with. Most 
of the operators have sunk their last 
dime in the venture and will hang on 
to the bitter end. Price cutting is 
bound to come, particularly from 
small, unorganized outlets. The man 
with high overhead is going to have 
to have a lot on the ball to meet that 
expense. It will only be done by 
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those who prepare for it and this is 
the point we try to keep before our 
membership. 

“We cannot emphasize too strong- 
ly,” Mr. Hills continued, “that sales 
training is the most important prob- 
lem before appliance dealers today. 
The spring training program was a 


marked success. The course is pro- 
vided at considerable expense and we 
believe there is no finer program in 
the land.” 

Robert M. Mook, sales training di- 
rector said: “Better selling does not 
mean high pressure salesmanship 
where the customer is signed on the 


Unique feature of 
the training school 
is “Door to Oppor- 
tunity” used by the 
students for actual 
practice in develop- 
ing the all-import- 
ant matter of proper 
approach and handl- 
ing of the first in- 
terview. Two of the 
group are selected 
to represent the 
salesman and _ the 
“lady of the house.” 





Robert M. Mook, sales training direc. 

tor of the Electric Institute, empha- 

sizes a point as he Jectures from the 
model kitchen platform. 


dotted line by rapid-fire eloquence. 
That is not what the Institute has in 
mind. The 1946 training p1ogram is 
designed to give salesmen greater 
knowledge of the proved fundamen- 
tals of selling—salesmanship that will 
never catch up with the demand— 
salesmanship that leads the customer 
by showing new ways to better liv- 
ing.” 

Salesmen enrolled attend cight- 
week courses at the rate of two days 
a week. After finishing one course 
they are cligible to attend the more 
advanced courses. 

Classes are held in Training Hall, 
Pepco building, Tenth and E streets, 
Washington. This auditorium is 
equipped with samples of all types 
of electrical merchandise. 

There is no perfunctory explana- 
tion of product use. When sales- 
men are trained to sell electric ranges, 
for instance, they are also taught to 
cook on them and they are required 
to eat their own cooking. Thus they 
get practical training in the use of 
ali the automatic features of an elec- 
tric range, a distinct advantage in sell- 
ing and in keeping one sold. 

Each eight-week course opens with 
a preview for employers, where the 
sales training director ‘presents the 
principles and techniques that will be 
used. They will be shown how their 
salesmen are exposed to present-day 
selling practices and how to take ad- 
vantage of them. Since the meeting 
place cannot accommodate all the em- 
plover-members at one time, three 

(Continued on page 88) 


One of the high lights of each training 
period is the “snack” that follows, 
using the demonstration food. 
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EXPERT HELP FOR THE KITCHEN PLAN 


A FORMER G-I who is building a 
very attractive new home fell into 
conversation recently with Mrs. Jen- 
nie V. Wynne in the display lobby of 
the Dallas Power and Light Com- 
pany. 

Mrs. Wynne is the home service 
advisor for the newly established 
home planning department of the 
power company, and the conversation 
developed the fact that the cost of 
operating an electric range is $2,. in- 
stead of $10 a month, as someone 
had told the former G-I. 

As a result of that misinformation 
he and his wife had purchased a gas 
range, but when Mrs. Wynne had 
finished a series of consultations with 
this man and wife, they sold the-gas 
range, replaced it with an electric 
range and, in addition, added a dish- 
washer, garbage disposal unit, and 
metal cabinets to their kitchen. 

Furthermore, the kitchen will be 
scientifically wired and lighted as 
modern kitchens should be as a result 
of the free service of this home plan- 
ning department. 

The department is one the Dallas 
Power and Light Company had want- 


ed to inaugurate for years and in fact, 
the service has been available on a 
limited basis. But in July the depart- 
ment was installed in an attractive 
room opening off the big lobby where 
electrical equipment manufacturers 
and distributors habitually display 
their wares. 

Since then staff members have 
been constantly busy in consultations 
with those who are building new 
hemes and want the last word in 
wiring and appliances. Appliance- 
hungry couples, seeking information 
and examining samples on the display 
floor, are often drawn to the home 
planning department where they find 
exactly what they are looking for — 
expert advice on arranging the elec- 
tric kitchen and adequate wiring for 
the whole house. 


In the photo above, T. P. Evans, 
home service supervisor, for Dallas 
Power and Light Co., is seated at 
his drawing board. Mrs. Wynne, 
at right, discusses plans with a cus- 
tomer. Mr. Evans is a graduate 
architect and qualified to handle 
all phases of design work. 
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This department of Dallas Power 
and Light is under T. P. Evans, home 
service supervisor, who is a graduate 
architect and capable of any under- 
taking in residential design. He is 
supposed to devote most of his efforts 
to adequate wiring, but the boom in 
attic ventilation was so heavy last 
summer that he was “drafted” for 
work in that field. 

So Mrs. Wynne has carried much. 
of the burden and in the first month. 
of the department in its new quar- 
ters, she produced two finished elect- 
ric kitchen plans per week. 

A kitchen plan as Mrs. Wynne 
does it is not just a set of flat draw- 
ings. Except that there is no color- 
ing, her plans look much like the 
illustrations in the home magazine for 
she sketches in the electric toaster, 
puts a vase of flowers in the right 
piace, arranges the dishes and cups,. 
and sometimes throws in a landscape, 
as though seen through a window. 

However, her blue prints for all+ 
electric kitchens, from which the 
kitchens are built, are as protessional 
and accurate as those that come from 

(Continued on page 86) 
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168 Kilowatt All-Electric Kitchen 





Results from Single Range Sale 


How THE SALE of a single electric 
bake oven and an electric fry-kettle 
nine years ago has led to the installa- 
tion of an all-electric kitchen and bak- 
ery totaling 168 kilowatts of equip- 
ment is the story of the recent remo- 
deling of the Joy Young restaurant, 
of Birmingham, Alabama. 

An important factor in the sale 
of the new equipment was the opera- 
tor’s experience with his first two 
picces of electrical equipment. Ease 
of cleaning and absence of fumes and 
heat were the characteristics which 
made employees favor the electrical 
equipment over other types. The 
owner himself was greatly impressed 
by the fact that other types of equip- 
ment wore out in some four years 





while the original electrical equip- 
ment, now nine years old, is still in 
service. 

Recently, when the operators un- 
dertook extensive remodeling of the 
restaurant, particular consideration was 
given to improvement of the kitchen 
and bakery facilities. Because of th° 
previous experience with the electrical 
equipment, the commercial sales de- 
partment of the Birmingham Electric 
Company was able to sell them on 
the idea of an all-electric kitchen. 

Electric equipment in the Joy 
Young kitchen consists of a bank of 3 
heavy-duty Edison-Hotpoint electric 
ranges, thermostatically controlled and 
tailor-made for restaurant cooking, 
totaling 66 kilowatts. The owners 
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say that they find it much easier to 
teach their chefs to use these thermo- 
statically controlled ranges tuan aiiy 
other type, and thereby save much 
food that would ordinarily be wasted. 

In addition to the ranges, Joy 
Young uses 3 Edison-Hotpoint fry- 
kettles of 7 kilowatts each and an 
automatic steak-boiler of 10.5  kilo- 
watts by the same manufacturer. ‘Iwo 
Electromatic hot food tables cquip- 
ped with Edison-Hotpoint hot food’ 
pans keep food warm while standing 
ready to serve. The unusual feature 
of these warming tables is that they 
use dry, electric heat, thus eliminating 
hot water which gives rise to humidity 
and heat in the ordinary restaurant 
kitchen. Also, it maintains each food 












The photos on these facing pages show 
outstanding features of the new all- 
electric kitchen of Joy Young’s res- 
taurant, in Birmingham, Alabama. 
The connected load is approximately 
168 kw. At left, the reach-in refrig- 
erator and one of the two walk-in 
cooling rooms. The bakery load with 
ranges and small appliances totals 20 
kw. Fry kettles, heavy duty ranges 
and 13 kw dishwasher are in other 
photos. 








at its own best temperature for serv- 
ing. 

Other pieces of electric equipment 
used in food preparation in the kit- 
chen are a “set-up” table which keeps 
dishes warm, and an automatic elec- 
tric Toastmaster roll-warmer which is 

(Continued on page 84) 
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Yew Orleans Sees What's New Electricall 


BrrweEen fifty and sixty thousand 
New Orleans housewives, husbands, 
and prospective future users of elec- 
trical appliances attended a mammoth 
Electrical Show held October 6 
through 10 in New Orleans’ Munici- 
pal Auditorium. 

Sponsored by the New Orleans 
Electrical Association, the show fea- 
tured exhibits of 86 manufacturers 
of clectrical appliances. It was the 
first Electrical Show held in_ the 
South's largest city since before Pearl 
Harbor, and the first show in ten 
years to be devoted exclusively to elec- 
trical merchandise. 

An idea of the consumer response 
which greeted the show can be gath- 
ered from a review run by the New 
Orleans Item, one of two Crescent 
City afternoon newspapers. Said the 
Item story: 

“Postwar world, I love you. You're 
bright and shiny and chromium plat- 
ed. You work by gas and electricity, 
and you do wonderful tricks when I 
press a button. 


30 


“You wash, dry and iron my cloth- 
es in nothing flat; you freeze the flavor 
into my food, and then you cook it 
in less than two minutes; you fan my 
brow, tan my cheeks, clean my dishes, 
dispose of my garbage, practically put 
out the cat. 


“You are wonderful. I wish you 
were mine. Pretty soon, you will be. 

“That’s a love song inspired by 
the appliance show being held at the 
Municipal Auditorium. The gad- 
gets that homemakers have been 
dreaming of for the past few years 
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are there in all their modern, improv- 
ed glory. Some of them are already 
on the market; the rest soon will 
be.” 

The morning Times-Picayune, was 
equally enthusiastic: 

“Displays vary from electric dish- 
washers and garbage disposers to the 
latest developments in frequency 
modulation radio and phonograph 
combinations. Complete bedrooms, 
kitchens, laundries, and the like, dot 

(Continued on page 86) 


At least 50 or 60 thousand housewives, 
husbands, and future users of elec- 
trical appliances viewed New Orleans’ 
Electrical Show, the first in more than 
ten years, which was held early in Oc- 
tober. The large picture at the left 
shows a general view of the exhibits; 
at right, the same view after the 
crowds were admitted. Local elec- 
trical contractors had a booth featur- 
ing adequate wiring. New Orleans 
Public Service had a model home 
showing practically every application 
of electricity in the home from the 
illuminated house number to the all- 
electric kitchen. The show was spon- 
sored by the Electrical Association of 
New Orleans, representing all branches 
of the local electrical industry. No 
actual sales were made, but all booths 
were manned by salespeople who 
could explain features. 
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* Rural Electrical Appl 


ications 

















Featured 


In Tennessee Agricultural Fair 


A RURAL ELECTRIFICATION and 
home appliance show was an attrac- 
tion of the Tennessee Valley Agricul- 
tural and Industrial Fair, held at 
Knoxville, Tenn., the last of Septem- 
ber. 

It was an unusual postwar demon- 
stration, and manufacturers’ represen- 
tatives came from over the country to 
see it, with a view to possibly making 
it a model for others. 

Clyde B. Carpenter Jr., commer- 
cial manager of the Knoxville Utilities 
Board, who was a sparkplug for the 
show, described it as “probably the 
most complete electrical show ever 
held in the South and probably in the 
country. Certainly it was the most 
complete household appliance show 
held anywhere since the war.” 

The Board decided that it “owed 
it to customers to show them all the 
appliances and particularly the rural 
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electrification devices that increase 
farm revenue and save time.” Cus- 
tomers should be able to see the ap- 
pliances so that they could plan ahead, 
the Board agreed. 

So preparations were begun last 
January. All manufacturers were told 
that they would be welcome. General 
Electric Supply Corp. agreed to coop- 
erate fully. 

Twenty-six manufacturers of rural 
electrification equipment arranged for 
demonstration displays. 

They showed, in actual operation, 
more than 50 different uses of electri- 
city on the farm, including hay hoist, 
water system, cordwood saw, dairy 
water heaters, milk machines, dairy 
coolers, farm hopper mills, burr mills, 
brooders, poultry water farmers, elec- 
tric fences, hay driers, fans for barns, 
grain drier, electric heaters of all kinds, 
sprayers, lubricating tools, air com- 
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pressors, drills, grinders, chicken scald 
ers, chicken pickers, portable hand 
tools, pumps, frozen food cabinets, 
disposal units, sewing machines, radio 
and record players, electric blankets, 
clocks, and toasters. 

There was also an electronics dis 
play, with demonstration of testing, 
amplifiers, broadcasting equipment, | 
two-way communications equipment, 
and wire recording. 

Many of the products were so new 
that they had come from the assem | 
bly line and had not been shown any: § 
where else yet, the demonstraton § 
said. 

In the center of the show was an 
all-electric kitchen, equipped with the 
latest appliances. It was designed fot | 
the fair by Mary Davis Gillies, of Mc J 
Calls Magazine. It particularly show § 
ed possibilities for a small kitchen, 7 
with chairs that could easily be moved 7 


i 
chy 





gut of the way when not in use, and 
plenty of electrical outlets. Housewives 
and others were streaming through 
the model kitchen all during the fair, 
an indication of what they want. 

Attendance was estimated at more 
than 250,000. The show was more 
than a demonstration though. It also 
gave postwar training to many retail 
dealers. All dealers in the area were 
invited to help man the booths and for 
training. “They were given an oppor- 
tunity to familiarize themselves with 
the new products. 

Knoxville Utilities Board sent out 
invitations to all distributors of elec- 
tricity in the area, including rural co- 
operatives, to use the fair for their 
own personnel and customers. Deal- 
ers were encouraged to bring prospects 
to see the new products. 

All the 26 manufacturers sent rep- 
resentatives to man the booths and 
demonstrate their equipment. 

It was really an action electrical 
show, not just a display, and took up 
100 by 200 feet or half the space in 
the long modern concrete and steel 
Agricultural and Industrial Building. 
In one booth, a demonstrator showed 
how he could pick a chicken in half a 
minute. Another showed how he 
could quickly hoist bales of hay. One 
demonstrated how to milk a cow 


properly. 
Scores of New Products Shown 


Among other new products shown 
were: 

An electrically heated stock drink- 
ing cup, which gives clean, fresh, year- 
around, outdoor water for all live- 
stock. 

An electric farm hoist—a labor sav- 
er for haying. Replaces the team or 
tractor and the driver at the barn. 
One man at the hoist or on the load 
has complete control. 

Portable electric tools of all kinds. 

Feed mill which slices before grind- 
ing. Twin knives not only chop hay, 
fodder, straw and silage, but slice ear 
corn, sorgo and roughage for fine 
grinding. 

Automatic electric poultry scalders, 
which can also serve as dairy water 
heater, henhouse water heater, hatch- 
ery water heater, laundry water heat- 
er, bathroom water heater, and emer- 
gency water heater. 

A pump which automatically drains 
water and is also useful for irrigation 
purposes. 

Electric fence controls and fence 
control testers. One model gives an 
arm. 

Two new insulators that supply all 
electric fence insulator demands. 
“Various kinds of line or corner in- 
sulators do not have to be carried to 

(Continued on page 84) 
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Tue Parrott Recorp “ain’t what 
she used to be”—to paraphrase an old 
saying. In the olden days you kept a 
payroll record for the purpose of pay- 
ing your employees and for your own 
information. Nowadays the Payroll 
Record is used for everything else— 
including the following informational 
and payroll tax returns: (see table.) 

On the average you'll find you'll 
need to refer to the Payroll Record for 
detailed information at least 29 times 
per year. You'll need, on many of 
those occasions, to know what each 
man has earned and various other 
things such as the amount of tax with- 
held, the amount of O. A. B. Tax 
deducted, etc. 

It seems a momentous task to keep 





*Mr. Carson is comptroller of Tall- 
man, Robbins and Company, Chi- 
cago, originators of the Tarco sys- 
tem of accounting for contractors 
and _ builders. 











ain cS 


eI 


ES Te a a ae 4 a 








In this fifth article of the series on accounting for con- 
tractors, the author explains how payroll records can be 
kept with less time and expense, yet in a way that will 
permit contractors to operate on a more profitable basis. 


a record which will give the informa- 
tion necessary to make up all those 
reports. It is! Some of the reports 
must show what an employee earned 
per month; or per quarter; or per 
year; or how much tax of one kind 


No. Entries 
Per Year* 
Withholding Tax 7 
O.A.B. Tax - 
Unemployment 
ompensation 
Tax—State 4 
Unemployment 
Compesation 


Tax—Federal 1 
Income Tax 1 
W-2 


Workmen’s Com- 
pensation Insur- 


ance 1 (or more) 
Vacation Credits 1 (in some unions) 
Miscellaneous 

(approximate) 4 


| % 
*Applies in most states 












Fig. 1. 














Detailed payroll record suitable for electrical contractors. 
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Accounting tor Contractors 


5. Handling Payrolis Efficiently 
By Guy M. Carson* 






or another has been collected from 
him; amount of overtime and so on 
and on until you wonder who is work- 
ing for whom. 

Incidentally, your check must ac- 
company some of the reports and they 
must arrive at a certain place by a cer- 
tain time. Otherwise, in addition to 
the “taxes to pay”, there’s “H 














to pay”. 

Formidable as all this may sound, 
payroll records may be kept in such 
a manner as to cut the work to a min- 
imum. 

To accomplish this, records as per 
illustrations No. 1, No. 2 and No. 3 
are recommended. Figure 1 is your 
Payroll Record. It constitutes your 
detailed record and your payroli sun- 
mary. When you are reporting totals 
—overall payroll, O. A. B., With- 
holding or Unemployment Vax, this 
record supplies it. 

When you must have information 
on the individual earner, it 1s obtained 
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from the “Employee’s Earnings Rec- 
ord” such as is shown in Figure 2. 

This record may be kept by posting 
each worker’s earnings to his card 
periodically and balancing the “Em- 
ployee’s Earnings Records” with total 
payroll to make sure the postings are 
correct. 

Or, by a very ingenious method, 
the Employee’s Earnings Re.ord may 
be made out at the same time as the 
check (or cash slip if you pav by 
cash). This is accomplished by hav- 
ing a spot carbon on the back of your 
payroll check or cash slip—See Figure 
No. 3. 

Each employee has, where this 
method is used, an “Employee’s Earn- 
ings Record or Sheet” with 52 num- 
bered lines (one for each week in the 
year) —26 on each side—divided into 
13 week periods. The record is thus 
divided into quarters for ease in mak- 
ing the necessary quarterly reports. 
The top of this sheet. carries head- 
ings for the “regular” and “overtime” 
hours and for all standard deductions 
as well as several blank columns for 
yoar own use, and for check number 
and net amount paid. 

While the illustration in Figure 3 
shows a pay check being used, the 
system works equally as weil for a 
cash payroll by merely substituting 
cash receipt for the pay check. 

The pay check or cash receipt has 
a narrow strip of carbon on the back 
of the perforated stub which is used 
for filling in the pay data. The stub 
is retained by the employee for his 
personal record. No carbon paper is 
required. In the top stub of the pay 
check or cash receipt there is a 4” 
hole. This hole is placed over the 
“Individual Earnings Record” so that 
the number of the week shows through 
the hole. This gives proper alignment 
so that the pay data is copied on the 
Fmployee’s Earnings Record in the 
proper place each week. 

It is simple, saves time, and makes 
instantly available information which 
will be required time and time again 
for the various reports referred to a- 
bove. (Some customers have told us 
they save 33-1/3% time and expense 
in making out their payrolls by this 
method. 

The foregoing are the technical 
needs and applications of the Payroll 
Record. 

What about practical use? How 
can you use it to help you make pro- 
fits? The contractor who is in bus- 
mess to make money must watch his 
expenses, particularly his payroll. He 
must keep track of the labor cost on 
each job, otherwise he may find he is 
not making any profit, and as he very 
well knows, he may be losing money 
on certain jobs. 





EMPLOYEE'S EARNINGS RECORD 
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: WEEK ENDOWS TF ceume | aneuer = AMOUNT conansavion oan. Bones Bo NUMBER PAIO 
+] %m6-46 134.3 [81.41] 5.3 | 4.71) 66.12 | .66 | 7.80/5.00) | 2-20 | 4839 | 52.66 
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Fig. 2. This is a typical form for an “Employee’s Earnings Record” on 


which all payroll information is posted for a single individual. 


The record 


may be kept by posting each worker’s earnings to his card periodically and 
balancing the total of the individual records with the total payroll record. 


Fig. 3. Shown below is an ingenious method which permits the employee’s 
earnings record to be made out at the same time as the pay check, or cash 


slip if you pay by cash. 


This is accomplished by having a carbon strip on 


the back of the payroll check or cash slip as shown. 
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The Payroll Record shown in Fi- 
gure 1 is designed to show the job 
number on which the worker has 
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spent his time. In addition to provid- 
ing information concerning With- 
(Continued on page 82) 
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ANTICIPATING the publication and 
adoption of the 1947 National Electri- 
cal Code, more than 225 electrical in- 
spectors and others interested in the 
application of the Code, met in Ashe- 
ville, North Carolina, for the 18th 
Annual Meeting of the Southern Sec- 
tion, International Association of Elec- 
trical Inspectors to discuss the many 
changes that will be incorporated in 
the new Code edition—the first new 
edition since 1940. 

Following an invocation and a wel- 
coming address by the Mayor of Ache- 
ville, the Southern Section was toid 
by its president, G. M. Ross, of Shef- 
field, Alabama, that “the electrical 
inspector’s duties have increased enor- 
mously since the end of the war. This 
is caused not only by the increase in 
building but also by the larger num- 
ber of electricians and electrical cuv- 
tractors whom the inspectors must 
check, and the difficulty of thesr pur- 
chasing approved electrical matcrials.” 

Following Mr. Ross on the pro- 
gram was B. C. Hill, of Oakland, 
Calif., president of the International 
Association. Mr. Hill urged the group 
to give consideration to methods of 
making the IAEI self-supporting. Ie 
pointed out that the association had 
been fortunate in receiving financia! 
support from outside interests and 
had been dependent upon them. “If 
these contributions were taken away, 
we could not carry on in the manner 
that we have been doing in the past.” 

Mr. Hill emphasized that despite 
shortages of materials and other prob- 
lems confronting the electrical indus- 
try at the moment, the inspectors 
must restore the standards which 
were lowered during the emergency. 


Inspectors at Asheville Discuss 1947 Code 


He also directed attention to the great 
need for increasing the salaries of 
clectrical inspectors commensurate 
with the duties performed. 

Victor H. Tousley, International 
Secretary of the IAEI, was next pre- 
sented to the meeting. He discussed 
the steps that had been taken in the 
development of the 1947 edition of 
the Code and described its present 
status. The new edition has been 
approved by the American Standards 
Association and is ready for issuance 
but printing difficulties will delay its 
issue until some time after the first 
of 1947. 


NFPA Board Criticized 


Mr. Tousley also explained briefly 
the events which led to the arbitrary 
changing of that portion of the Code 
dealing with Type S fuses by the 
Board of Directors of the National 
Fire Protection Association. This sub- 
ject was discussed by several mem- 
bers from the floor, and the NFPA 
Board was severely criticized for its 
arbitrary action. A resolution on the 
subject was presented by Frank G. 
Camus, of Shreveport, La., and adopt- 
ed by the meeting. The resolution 
read in part as follows: 

“Resolved, that the Southern Sec- 
tion IAEI protests the action of the 
Board of Directors of NFPA in re- 
versing the action of the dulv consti- 
tuted Electrical Committee by re- 
moving the mandatory date for the 
enforcement of the use of the Type 
S fuse; that the attention of the Board 
of Directors of NFPA be respect- 
fully called to the fact that the over- 
tuling of the action of the representa- 
tive committee, such as the Electrical 
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Committee, results in the discrediting 
of the National Electrical Code and 
its process of formulation throughout 
the entire country.” 

The first morning session was con- 









cluded with reports from the South. 
ern Section’s secretary-treasurer, A. M. | 
Miller, and its executive committee | 
chairman, J. L. Speights. : 

At the Monday afternoon session, 
the group heard reports from the se- | 
cretaries of the State Chapters which 
comprise the Southern Section of 
IAEI. 

With these formalities disposed of, | 
the meeting undertook its principal | 
purpose—a review of the changes em- 
braced in the 1947 edition of the 
Code. 

Articles 210 and 220 were discussed 
by H. N. Pye, of Atlanta. It was 
pointed out that the principal changes 
in this article are its complete reor- 
ganization in order to simplify its use; 
the replacing of branch circuit ratings 
of 25 and 35 amperes with the single 
rating of 30 amperes; and changes in 
the general lighting unit load, the § 
demand factor tables, and the alter 
nate method of computing range | 
loads. A chart was presented in tabv- 
lar form giving essential features of 
the new branch circuit requirements. f 

The requirements of article 230 
was discussed in considerable detail 
by O. K. Coleman, of LaFayette, Ind 
E. C. Knox, of Miami, scheduled to 
discuss Article 240, introduced B. Z. | 
Segall, of New Orleans, who present: 7 
ed a resume of the important changes 
involved in the Article. j 

Henry J. Cluver followed on the 
program with an analysis of the 1947 

(Continued on page 82) 
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Edison Electric’s Policy 
On Farm Electrification 


A STATEMENT of policy defining 
the attitude of the electric power in- 
dustry towards farm electrification has 
been released by the Edison Electric 
Institute. The statement sets forth 
the practices, which, in the opinion of 
the electric companies represented by 
the Institute, will most effectively 
promote extension of electric lines to 
farms now unserved, and calls for co- 
operation of all agencies interested in 
increasing the value of electric ser- 
vice to the farmer. 

“There is a task in farm electrifica- 
tion not yet completed,” the state- 
ment emphasizes, and, “because of its 
importance to farmers directly con- 
cerned, and to the national welfare, 
the Edison Electric Institute desires 
to make clear its attitude in this con- 
nection. Its interest in the matter 
is indicated by the fact that electric 
operating companies serve at retail 
about 60 per cent of the connected 
farms, and through wholesale con- 
tracts supply a large part of the pow- 
er used by the other 40 per cent.” 

1. To promote the extension of elec- 
tric lines as rapidly as possible, in an effi- 
cient manner, to help make electric 
service available to the remaining one- 
fourth of the farms of this country that 
are still beyond existing lines, and to in- 
crease the number of users of service a- 
long existing lines. 

2. To foster cooperation between man- 
agers of operating companies and offi- 
cials of rural cooperatives on all matters 
of mutual interest, to reach better under- 
standings on all questions that naturally 
arise when two separate distribution sys- 
tems operate in adjacent territory. 

3. To foster the idea that extensions 
of lines to be built should be constructed 
in each instance by that operating com- 
pany, REA cooperative, or other agency 
that is in the best position to build the 
extension most economically. 

+. To advocate that operating com- 
panies provide facilities so that coopera- 
tives can buy power in adequate amounts 
at fair prices, thereby making unnecessary 
and undefensible the use of federal money 
by REA cooperatives or other  govern- 
ment agencies for generation or transmis- 
sion equipment that would largely dupli- 


ate existing installation. 


5. To foster research and development 




















in cural power lines to improve the qual- 
ity and reliability of rural electric service. 

6. To promote within its membership, 
through the investigations and studies of 
its farm committees, new developments 
and ideas to increase the usefulness of 
electricity to the farmer. 

7. To join with other national groups 
interested in farm electrification in the 
support of research work, preferably 
through agricultural colleges and experi- 
ment stations in the development and 
adaptation of improved equipment for 
farm operations, to cooperate with and 
stimulate manufacturers in developing 
and manufacturing such equipment; and 
to participate in the dissemination to 
farmers,through agencies such as the Agri- 
cultural Extension Service, of factual in- 
formation concerning such new develop- 
ments. 


Norge Men Hold Two-Day 
Meeting in Dallas, Tex. 


Firty Norce distributors and 
wholesale men, from the states of 
Texas, Oklahoma, Arkansas, Tennes- 
see, Louisiana and Mississippi, spent 














two days in a sales counselor training 
meeting recently at Dallas, Texas, 
where they saw new numbers in the 
Norge line and learned about the sales 
features of each item. 

This two-day meeting was arrang- 
ed and presided over by Dean Spen- 
cer, southern sales manager, of At- 
lanta, and the program ranged from 
inspirational talks to careful fact ana- 
lyses of featured items. A similar 
meeting had been held in Atlanta two 
weeks before. Special attention was 
devoted to gas ranges, domestic refrig- 
eration, electric ranges, refrigeration 
specialities, home heaters and wash- 
ers. Two films were shown, “The 
Story of Norge” and “The Theory of 
Refrigeration.” 

Attending and participating in the 
program were some of the prin- 
cipal figures in the Norge organiza- 
tion, all of the Detroit office, includ- 
ing: M. G. O’Hara, vice president in 
charge of sales; H. L. Clary, general 
sales manager; C. H. McMahon, di- 
rector of public relations; E. L. Red- 
den, manager of sales promotion and 








PUTTING WIRE THROUGH ITS PACES—One of the National Electrical 
Products Corporation’s most recently completed projects is this new testing 
laboratory for the use of the inspectors of the Underwriters’ Laboratories, Ine. 


Charles C. Hill, resident inspector, is seen at work in the new lab. 


Its 500 


square feet of floor space includes equipment needed to perform sub-zero 
and excessive heat tests as well as flame, bending, and tensile strength 
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training; J. Hinshaw, national service 
department; W. M. Davis, manager 
of gas range sales; W. S. Law, man- 
ager of refrigeration sales; R. H. Pi- 
zor, manager of laundry equipment 
sales and John Park, treasurer. 

Distributors or their representatives 
present included William Schnelle, 
of Dallas, Willard Wood, of Houston, 
William Rowles, of San Antonio, 
William Mee, of Oklahoma City, 
Frank Lyons, of Little Rock, Peter 
Crenshaw, of Memphis, George Leh- 
ieitner, of New Orleans, and William 
Bacon, of Greenville, Miss. 


Dealer Expansion May 
Affect Entire Industry 


FURTHER EXPANSION in the number 
of retail dealer outlets in the clectri- 
cal home appliance field may seri- 
ously affect the entire industry when 
business conditions revert back to nor- 
mal, H. M. Kelley, Frigidaire Appli- 
ance Sales Manager, told members of 
the International Association of Elec- 
trical Leagues during a recent meeting 
in New York City. 

“The transition from a sellers’ to a 
buyers’ market will cause a high mor- 
tality rate among retail appliance deal- 
ers” Mr. Kelley declared. “We, as 
an industry, will never be better off 
than our retail dealers.” 

Mr. Kelley pointed out that recent 
surveys show there is one major ap- 
pliance dealer for every 435 homes in 
the country today. “Prewar, there 
were in the United States about 25,- 
000 major appliance dealers for 25 
million electric meters—or about one 
dealer for every thousand wired 
homes”, he revealed. “Best estimates 
today show that there are between 50,- 
000 and 60,000 dealers—not includ- 
ing chain stores expressing the desire 
to go into the appliance business.” 
He disclosed that there is one dealer 
for every 475 metropolitan homes and 
one for every 300 electric meters in 
rural sections. 

Mr. Kelley contributed the expan- 
sion in the retail appliance field to 
two principle factors—returning war 
veterans and promise of future secur- 
ity. “There are literally thousands of 
returning war veterans who desire to 
go into business for themselves”, he 
said. “Moreover, it was an accepted 
fact that the appliance industry weath- 
ered the last depression better than 
most any other hard goods line. The 
tremendous accumulated demand for 
appliances has been widely heralded 
and the field is relatively easy to en- 
ter.” 

“As a result of this tremendous in- 
crease in the number of appliance 
dealers”, the appliance sales manager 
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continued. ‘We believe that a very 
high mortality of dealers is bound to 
follow in the not too distant future. 
Lack of capital, inability to secure 
brandname franchises, poor store loca- 
tions, inexperience in merchandising, 
improper guidance by manufactureers, 
and poor customer service will result 
in failure. ‘When this dealer mor- 
tality rate reaches its peak, we can 
expect a most chaotic condition to 
exist,” Mr. Kelley said. “If a dealer 
is to steer his operation through this 
dangerous period successfully, he must 
‘sell to survive’. To survive the ad- 
justment period he must sell his 
brand; sell against the future orphan 
brand; sell his product features and 
sell his service, integrity and business 
stability. Cut-throat tactics will only 
lead down the spiral of price slashing 
to distruction.” 

“The transition from a sellers’ to a 
buyers’ market may be fairly rapid,” 
Mr. Kelley declared, “but will vary 
with different appliances and markets. 
It is important for us to realize that 
the backlog of unfilled orders, caused 
by the lapse of appliance production 
during wartime, strikes and short- 
ages, are essentially ‘unfilled desires’. 
Whether or not these desires will be 
translated into a firm demand will 
depend upon the degree of confidence 
that the public will have in the future 
when that point has been reached. 
Because of this it is possible that the 
transition may be more rapid than 
we would be inclined to think at this 
time.” 


Aluminum To Be Used 
In Building Wire 


Because of the currcnt copper 
shortage, United States Rubber Com- 
pany announced recently that it will 
substitute aluminum for copper in 
some of its building wire and cable 
now going into production. 

The insulated aluminum wire will 
be made in all sizes, as approved by 
Underwriters’ Laboratories. Alumi- 
num has high electrical conductivity, 
light weight, and adequate flexibility, 
according to H. H. Weber, sales man- 
ager of the company’s wire and cable 
department. 

Through intensified laboratory re- 
search the company has developed 
aluminum wire with the same over- 
all diameter as equivalent copper sizes, 
Mr. Weber said. 

Since aluminum is in plentiful sup- 
ply, it is expected that the company 
will be able to ease the wire short- 
age resulting from the temporary scar- 
city of copper and thus remove one 
of the obstacles to building construc- 
tion. 














SPEEDING TELEVISION — An- 
other television tube for home re- 
ceivers comes off a machine at 
Buffalo, N. Y., Tube Works of Gen- 
eral Electric Company’s Electronics 


Department. This tube is_ the 

unique “aluminum - backed” tube 

which provides about three times 

as much reflected light for tele- 

vision receivers as previous tube 

types and will be used in projection- 
model receivers. 





Winner Announced in 
Heat Pump Contest 


THE FIRST PLACE winner in the 
Heat Pump Name Contest recently 
conducted by the Southeactern Elec- 
tric Exchange was L. J. Endicott, load 
dispatcher for Georgia Power Com- 
pany. 

His prize winning name “Clima- 
tor” won a $100-U. S. Savings Bond. 
The judging committee consisted of 
Thomas Fuller, Southeastern district 
manager, Westinghouse Electric 
Corp.; Carter L. Redd, district man- 
ager, General Electric Corapany; and 
Eugene W. O’Brien, vice president, 
W. R. C. Smith Publishing Co., At- 
lanta, Georgia. Each of the judges 
was unaware of the identity or com- 
pany affiliation of the person who 
submitted the name since each name 
was given a number and placed on 
a list as received by the Southeastern 
Electric Exchange, sponsors of the 
contest. 

Participating companies’ winners re- 
ceiving honorary mention are: J. O. 
Summers, Alabama Power Company; 
E. T. Moore, Virginia Electric and 
Power Company; Miss Q:eemie Sin- 
gletary, South Carolina Power Com- 
pany; J. K. Sokalski, Mississippi Pow- 
er Company; and H. C. Cannon, 
Florida Power Corporation. Only 
the first prize-winning names in each 
of the participating companies’ con- 
contest were eligible. 
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Job Security and Production 
Outlined at Conference 


THE PHILOSOPHY of interdepend- 
ence in industry and how it can be 
translated into “potentially greater 
income and job security for the work- 
er and into more production and 
lower costs for management” were ex- 
plained by two, speakers at the Ele- 
venth Annual Conference of the In- 
ternational Association of Electrical 
Leagues, held recently at the Hotel 
Astor, New York. 

The speakers were N. J. MacDon- 
ald, vice-president of The Thomas & 
Betts Co.,.Elizabeth, N. J., and J. 
R. Poteat, General Electric Co., 
Bridgeport, Conn., respectively chair- 
man and member of the General Sales 
Promotion Committee of the Nation- 
al Electrical Manufacturers Associa- 
tion, which, with the National Elec- 
trical Wholesalers Association, al- 
ready has put into action an electri- 
cal interdependence program to push 
back market frontiers on a scale nev- 
er before attempted. 

The electrical interdependence 
movement, Mr. MacDonald - said, 
pledges interested segments of the 
industry to: 

1. Cooperate in a vast education- 
al-promotional campaign to make 
everyone within the industry, regard- 
less of his role, conscious of the facts 
of interdependence — that no one 
group, or person, can stand alone; 
that the progress of one branch is 
reflected in all of the others. 

2. Unite every person dependent 
on the industry into a gigantic, volun- 
tary sales force to talk, think and sell 
electrical living—the executives with- 
in their companies and the employees 
in the communities where they live 








“Hey, Boss, remember when you 
told that salesman a couple of years 
ago you could sell a million elec- 
tric irons if you had them? Well...” 
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and work—to supplement industry- 
wide, sectional or company advertis- 
ing and publicity programs. 

Mr. MacDonald pointed out that 
the industry employs a million per- 
sons and that at least three million 
are dependent on it for their living. 

“To translate electrical interdepend- 
ence into action is a very simple, in- 
expensive proposition,” he said. “No 
elaborate programs are necessary. No 
raising of funds. Simply getting every 
soul in the organization to consider 
himself a committee of one with the 
duty of talking and living electrically 
. . . More use of electricity means 
more work in the shop, more sccurity 
. . . It’s just that simple.” 

In carrying the interdependence 
philosophy a step further, Mr. Po- 
teat cited the case of the electric 
range, which “creates sales through- 
out the entire industry.” 

“As an example of the cross cur- 
rents within the industry which are 
produced by the appliance business, 
the electric range is inter<sting,” he 
said. “When an electric range is pur- 
chased, the electrical manufacturers 
in the large, including the range 
manufacturer, obtain a billing of ap- 
proximately $234. This is divided 
approximately $90 to the range manu- 
facturer and $144 to other manufac- 
turers—62 per cent to others compar- 
ed to 38 per cent to range manufac- 
turers. 

“Obviously, therefore, with the ex- 
pected sale of a minimum of a million 
electric ranges a year, an annual bus- 
iness of approximately a quarter bil- 
lion dollars is represented by the 
sales of this appliance alone.” 

W. G. Hills, of the Electric Insti- 
tute of Washington, D. C., was elect- 
ed president of the International Asso- 
ciation of Electrical Leagues for 1947. 
Others who will serve with him are: 
vice-president, S. E. Strunk, Electrical 
League of Cleveland; treasurer, C. H. 
Christine, St. Louis Electrical Board 
of Trade; secretary, O. C. Small, of 
NEMA, New York Citv; and assistant 
secretary, J. F. Biggi, also of NEMA. 


C.P.A. Head Corrected on 
Vacuum Cleaner Statement 


PuBLISHED statements recently by 
John D. Small, head of the Civilian 
Production Administration, to the ef- 
fect that women cannot obtain house- 
hold vacuum cleaners “and have little 
hope of getting them for a while” 
were promptly contradicted by Bret 
C. Neece, president of the Vacuum 
Cleaner Manufacturers’ Association. 
He telegraphed Administrator Small 
that his assertion was “so grievously 
at variance with the true uationwide 











DATES AHEAD 
National 


Electrical Engineering Exposition. 


71st Reg. 
Park Avenue and 34th Street. 


iment Armory, 
January 27-31, 1947. 


New York, N. Y. 


Southern 


General Sales Conference, Southeastern Elec- 
tric Exchange, Atlanta Biltmore Hotel, Atlanta, 
Ga., Nov. 6-8, 1946. J. W. Talley, Executive 
Secretary, 803 Haas-Howell Bldg., Atlanta, Ga. 

Virginia Chapter, International Association of 
Electrical Inspectors, 13th Annual Meeting, John 
Marshall Hotel, Richmond, Va., Dec. 3 and 4 
1946. A. M. Miller, Secretary, 910 W. 30th St., 
Richmond 24, Virginia. 








state of affairs that we believe even 
superficial investigation by you will 
convince you that the dircct opposite 
is true.” 

Quoting figures to show that va- 
cuum cleaner production is at an all- 
time high, President Neece in his 
message added that Small’s  state- 
ment “does much injustice to an in- 
dustry which is amply serving cur- 
rent consumcr necds and of course 
cannot help but discou-age many 
homemakers or convey an_ utterly 
wrong impression to them.” He ask- 
ed “full and wide correction” of the 
Administrator’s assertion at the earl- 
iest possible moment. 

Vacuum cleaners are available for 
immediate delivery everywheic in the 
United States today, sales rea.hed 
all-time highs in June, July and also 
August, latest figures available, and 
are currently “at the rate of more than 
2,700,000 annually, substantially hizh- 
er than in 1941, our greatest pre-wa1 
year,” President Neece told Small. 


Bendix Vet Training 
Assures Quick Service 


THE TRAINING of several thousand 
servicemen to handle the installation 
and servicing of Bendix automatic 
Home Laundrys has been completed, 
just a year after the program was 
started, according to Alvin P. Smith, 
national service director for Bendix 
Home Appliances, Inc., South Bend, 
Ind. 

Including men trained before the 
war, there now are sufficient factory- 
trained men available to install the 
automatic washing machine in every 
part of the nation. Mr. Smith said 
that the large increase in service per- 
sonnel was planned to assure users 
prompt installation and service. 

Another service training program 
will reach the field late this fall with 
the introduction of two new Bendix 
home appliances, an automatic dryer 
and an automatic ironer. Supervisors 
first will receive instructions at the 
factory. 
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1101—Wall Heater 


Manufactured by Economaster Prod- 
ucts Company, 128 8th Ave. North, 
Nashville, Tenn. 


‘THIs FLUSH type electric wall heater 
has been designed as a permanent 
bathroom fixture. It is ideal for days 
when the weather is too warm for a 
central heating plant to operate, but 
too chilly for the bath. On extreme- 
ly cold days, this unit provides extra 
heat. 

The heater is of flush type design 
and comes in attractive chrome front 
finish to match bath fixtures. It fea- 
tures a built-in switch and a thermo- 
stat for automatic operation can be 
provided at extra cost. 

*s * 


1102—Continental Coil Winder 


Manufactured by The Continential 
Electric Co., 550 N. Prairie Ave., 
Hawthorne, Calif. 


DRasTIC SAVING in production time 
of concentric coils is claimed by the 
manufacturer for this new type coil 
winder. 


Marketed under the trade name of 
Adjustable Concentric Winding Head, 
Model U, it comprises 9 pair seg- 
ments, large to small sizes, 8 of them 
adjustable by means of a screw. By 
referring to a chart which is sup- 
plied with each winder, the operator 
in a few seconds can set the seg- 
ments to the proper dimensions for 
the winding under consideration with- 
out removing the head from the ma- 
chine. 


@) 


ELECTRICAL 


The manufacturer points out that 
the Winding Head makes concen- 
tric coils for all types and sizes of 
single-phase motors—from a coil for 
a 1/20th hp, 24-slot 6-pole stator to 
coils for a 3 hp, 36-slot 2-pole stator, 
the latter 7 coils to a group. 


oe 2 o 


1103—Thermador Griddle 


Manufactured by the Thermador 
Electrical Manufacturing Co., 5119 
District Blvd., Los Angeles 22, Calif. 





PropuctTion of this popular grid- 
dle has once again been resumed. 








Light, compact, portable and attrac 
tively styled, this unit was designed 
for use at the table, in the kitchen, o: 
for short-order specialities. 

Because of its large cooking surfac« 
it is ideal for the large family. A con 
venient grease drawer catches 
drippings that flow from the trough 
encircling the griddle top an 
quickly and easily removed for clean 
ing. 

Among its other features are ne 
toggle-type switches that provid 
low heat of 500 watts, medium hea 
of 1000 watts, and high heat of 1500 
watts, at 120 volts a-c; a_ polished 
aluminum top that eliminates th 
necessity of using grease in cooking 


pancakes and eggs. 
aa a a 


1104—Burnday Scrulugs 


Manufactured by Burndy Engincering 
Co., Inc., 107 Bruckner Blvd., 
New York 54, N. Y. 


A New large size Scrulug has 
added to the family of low-cost Burn- 


been 
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Seleaae 


Iderless lugs. Chis new size, 
the KPA34, accommodates a range 
of wire and cable sizcs from No. 4/0 

to 500,000 cir mils. 

ic Scrulug is casily installed by 

tightening the clamping bolt 
forces a pressure bar upon the 
formed from pure-copper 
d for additional mechanical 
th. The conductivity, pullout 
and performance greatly ex- 
the Underwriters’ Laboratories 
ments. 


1105—Yorkaire Conditioners 


\fanufactured by York Corporation, 
York, Penna. 


for air con- 

small offices, 

idcls are beauti- 

i walnut wood cabinet 

with every type of in- 

ration. Made in window 

d floor models, the units are 
and very casy to install. 

lower both humidity and 

iaturc, clcan and circulate the 

air. The 

can be quickly and easily 

While cooling, cach con- 

‘can remove 60 cubic feet of 

nd smokey air per minute, and 

ut cooling, can change 240 cu- 

fect per minute. ‘The moisture 

nsed from the room air is com- 

evaporated into the rejected 

ur strcam and no plumbing installa- 

tons are required. 


ve stale inside 





1106—Reynolds Home Freezer 


Manufactured — by 
Co., Louisville, Kentucky. 


THIS HOME freezer unit, called th 
“Eskimo Freezer,” utilizes the excel 
lent corrosion resisting and temp 
crature conductivity properties of 


aluminum. 
The all-aluminum inner liner 
rustproof, does not avsorb food odors, 


is easy to keep clean, and prevent 
contamination of foods. The freeze 
has food storage space of 6 cubi 
feet, being designed for the avecrag 
household needs. 

It is 36 inches high, 40 inches long 
and 28 inches deep front to back 
The freezer is equipped with a h 
metically sealed 1/5 hp unit. 


* * x 


1107—General Mills Iren 


Manufactured by General Mills, Inc 
400 South Fourth St., Minneapolis 
Minn. 





Tue GENERAL MILLS iron is now 
in production and is being distributed 
to dealers on a sectional basis. It 
features a new method of heat control, 
safety side rests, a four-way Full-Vue 
sole plate, and a Tru-Heat fabric 
selector. 

Tru-Heat control, which harnesses 
expansion and contraction of the sole 
plate, holds the temperature of the 
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Reynolds Metals 


f 


sole plate within a few degrees of 
the desired heat. 

With the safety side rest, the iron 
is rolled easily on its side instead of 
the ordinary method of tilting back 
on the heel. This reduces the dan- 
ger of tipping accidents and provides 
greater stability. The taper-rounded 
back of the iron affords smooth op- 
eration in all directions. The fabric 
selector dial, located high on the front 
of the handle, shows the exact temp- 
eratures as well as fabric settings. 


%* * * 


1108—Minute Timer 


Manutactured by Landers, Frary & 
Clark, New Britain, Conn. 


\s A COMPANION picce to the Min- 
pressure cooker, the timer is 
device that rings when pres- 
sure cooking time is up. 
Just 242 inches in diameter and at- 
ctively designed with a black bake- 
case, this timer can be adjusted to 
on the time desired from one to 
minutes 
* 
1 1}09—Super-Expansion Anchor 


\fanutactured by S. A. Manufacturing, 
11080 Gratiot Ave., Detroit, Mich. 


IloLpiINc POWER exceeding the 
strength of the screws used has been 
incorporated in this new super-expan- 
sion anchor. Constructed of all steel 
and cadmium plated, this anchor was 
designed to hold securely electrical, 
plumbing, and bathroom fixtures, car- 
peting on concrete or marble floors 
or stairs, awning equipment, sign sup- 
ports and similar installations. 
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1110—Appleton Reelite 


Manufactured by Appleton Electric 
Company, 1701-59 Wellington Ave., 
Chicago 13, IIl. 


DesiGNep especially for use with 
traveling hoists, this new recl automa- 
tically takes up or pays out conductor 
cable and has no exposed current col- 
lectors, trolleys or wires. 

It serves any stretch of track— 
straight, or with one or more bends— 
up to double its cable length. For 
curved track, and certain straight 
track installations, this reel is furnish- 
ed with a swivel base which permits 
rotation up to 335 degrees. 

Maintenance is simple since the 
removal of the outer covers is the only 
dismantling required to fully service 
brushes and the power spring, or to 
make solderless line connections di- 
rect to the terminal block. 

* ok € 


1112—Three Point Pipe Gage 


Manufactured by Three Point Pipe 
Gage Co., 3767 Racine Ave., Chicago 
13, Til. 


THIS'GAGE is so calibrated that when 
it is placed against a piece of pipe or 
conduit it immediately registers the 
exact size by which it is known to 
the trade and not the outside dia- 
meter which is incorrect. This de- 
vice will measure all pipe or conduit 
from 4%” to 12” inclusive. When 
closed, the gage measures 2-34” by 
4-¥2” and weighs only 2 ounces. 

Its principle of operation is simple 
and easy. Just place the fixed double 
contacts on lower plate against the 
outer contour of the pipe to be meas- 
ured. Then turn the movable section 
until the single contact touches the 
pipe. For electrical metallic tubing, 
read the E. M. T. size; for conduit 
and pipe, read the conduit or pipe 
size. The outside readings show cor- 
rect drill size for tapping. 
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| 1111—Monitor Clothes Dryer 


Manufactured by Monitor Iquipment 
Corporation, Riverdale, New York 


63, N. 7. 


SIMPLY OPERATED and of steel and 
aluminum construction, this drier 
contains non-rusting clothes racks 
equivalent to 20 feet of clothes line. 

The heater consists of two 350 
watt thermostatically controlled heat- 
ing elements which are adequately 
protected against moisture from cloth- 
ing as well as any direct contact with 
clothing. 

A dial light mounted on the cabi- 
net indicates visually whether the ap- 





pliance is on or off. The wettest 
clothes are dried in less than two 
hours, and finer fabrics in a period of 
less than one hour. 

e oe On 


1113—Portable Heat Lamp 


Electric 
Avenue, 


Manufactured by Sylvania 
Products Inc., 500 Fifth 
New York 18, N. Y. 


THIS VERSATILE infra-red lamp is 
being placed on the market as a 
| Christmas item and is packaged in an 
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attractive gift box. 11 
Available in 125-, 250-, and 375 
watt sizes, this lamp pcrforms main 
jobs. Its radiant heat will penctrat tri¢ 
a solidly frozen drain pipe, defrost 
refrigerator, dry paint and plaster, te- 
move paint, warm a bathroom, ea 
the pain in the muscles of an ach 
arm, and even deflea a dog. 
The lamp operates in excess of 5 
000 hours and consumes no more c\ 
rent than a light bulb of the 


wattage. 
* * * 


1114—Trumbull Multibreaker 


Manufactured by The Trumbull I 
tric Manufacturing Co., Plain 
Conn. 


Tus compact, streamlined 
has been designed especially for 
protection of 4 single-phase cir 
ot less. It is an improvement of 
previous model, the MO-2, which 
tested successfully in circuits durin met 
the war years. 


The new MO-4 is low in cost 
has both automatic overcutrent mel 
short circuit protection for branc! pert 


circuits and is in the form of 
cuit breaker with combined therm quit 
and magnetic characteristics. | me 


made to protect circuits of 1\ l 
and 30 amperes. Mo 
x ox x a 
; mel 
1115—Hylug Connector kit The 
Manufactured by Burndy Engincering ps 
Co., Inc., 107 Bruckner Blvd., °* ry 
York 54, N. Y. 1) 
1eT 
dle 
usec 
11} 
Mar 
THIS NEW kir, just released, con 
tains everything necessary for mah 
ing small-wire solderless electrical 
nections. | 
It contains 325 assorted Hydent 
connectors for conductors No. 20 
through No. 10 wires; as well as the 
standard Hytool for installing the con- i 
nectors. The connectors are packed ing 
in durable plastic jars which will with ters 
stand much hard usage. The pure 46, 
copper connectors are of one-piece iy 
construction. citan 
ELE 


1116—Flexitest Switch 


\lanufactured by Westinghouse Elec- 
‘ric Corporation, 306 Fourth Ave., 
Pittsburgh 30, Pa. 


\ NEW TEsT switch for rapid and 
iccurate testing of switchboard instru- 
ments, meters, and relays from the 
front of the board is now in produc- 
tion. Designed with up to ten ele- 
ments and rated at 250 volts, 30 am- 
peres, combinations of current and 
potential switches are included as re 
auired for the various types of instru- 
ments to be tested. 

This switch is enclosed in a black 
Moldarta case with a cover of similar 
material that blends well with instru- 
ment and relay cases and with panels. 
The width is such that it can be 
mounted on the same centerlines as 
standard instruments and relays. In- 
dividual switches are of the knife 
blade type and are separated by bar- 
riers. Each switch handle is drilled 
fur insertion of an interlocking bar to 
tie together any three adjacent han- 
dies. The right hand switch when 
used for a trip circuit is provided with 

1 casily identified red handle. 
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1117—Line Type Arresters 


\fanufactured by the Line Material 
Company, Milwaukee, Wis. 


Wl 


THIS COMPANY is now manufactur- 
ing a complete line of line type arres- 
ters in voltage ratings 20, 25, 30, 37, 
40, 50, 60, and 74 kv. 

hese arresters incorporate a capa- 
citance type voltage divider in the 





spatk gap. The voltage divider nul- 
lifies the effects of stray electrical 
fields from nearby conductors which 
otherwise disturb the voltage distribu- 
tion in the spark gap of a high volt- 
age arrester and materially influences 
the sparkover voltage. 

Among the advantages claimed for 
this new line of arresters are: low and 
consistent sparkover unaffected by 
external conditions insuring the ar- 
rester going promptly into action; low 
IR drop even on heavy surges in- 
suring maximum protection; perma- 
nent unchanging - characteristics as- 
suring continued protection indefi- 
nitely; high discharge capacity mak- 
ing these arresters suitable for use in 
even the heaviest lightning areas: per- 
manent, reliable, and time tested 
moisture seals; a variety of convenient 
mounting arrangements. 

* *¢ & 


1118—Electric Heat Fan 


Manufactured by Thermador Elcctri- 
cal Manufacturing Co., 5119 District 
Blvd., Los Angeles 22, Calif. 


AN INDUSTRIAL version of the fa 
mous Thermador unit, that warms in 
winter and circulates cooling air in 
the summer, is now available. 

Especially designed for use in fac- 
tories, shops, warehouses, and garages, 
this unit is claimed to be more effi- 
cient and economical than the ordi- 
nary convection type electric portable. 
Utilizing a forced-air principle, the 
heat is drawn off the circular heating 
coils by a quiet-operating, four-bladed 
fan and gently forced out and down 
through a new type horizontal grille— 
spreading a blanket of clean warm air 
over a wide area of the living zone 
and losing only a minimum of warm 
air to the wasted areas near the ceil- 
ing. The fan may be used for cool- 
ing in the summer by switching off 


| the heating element. 
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1119—Thermalarm 


Mauufactured by The Eastern Spe- 
cialty Co., Philadelphia 40, Penn. 


Quickty and easily attached, this 
device indicates that the transformer 
has operated during some period at an 
excessively high temperature. 

The ‘Thermalarm is a thermally op- 
erated indicator and is attached to 
the transformer with adhesive cement. 
It is housed in a rugged Melmac plas- 
tic case from which projects a die-cast 
aluminum base. This base acts as a 
heat transmission agent. When over- 
heating occurs, the thermaily respon- 
sive agent releases a latch and al- 
lows the spring operated red flag to 
be released. This flag is plainly visi- 
ble from the ground. 

This unit is adjustable over a range 
from 100° F. to 200° F. Adjust- 
ment is made by simply turning an 
indicator screw in the face of the in- 


strument. 
* * * 


1120—Magnetic Circuit Breaker 


Manufactured by the Metropolitan 
Device Corp., 1250 Atlantic Ave., 
Brooklyn 16, N. Y. 


13 oe 
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, 
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A NEW LINE of Murray magnetic 
circuit breakers is available separate- 
ly or in outdoor weatherproof service 
equipment and load centers. 

This circuit breaker is a positive- 
acting device operating on magnetism 
alone; heat plays no part in the op- 
eration. It can be reset immediately 
if electrical conditions permit. The 
switch handles are prominently mark- 
ed “on” and “off.” There is no 
“trip” position. The breaker is sup- 
plied single pole 10 to 50 amperes. 
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APPLIANCE MERCHANDISING 


Helping Salesmen to Make Sales 


The newly remodel- 
ed store of the Vir- 
ginia Electric Supply 
Company will have 
two complete elec- 
tric kitchens, one 
downstairs and one 
upstairs. These will 
make it vossible for 
salesmen to show two 
different price range 
kitchens and will en- 
able two salesmen to 
be completing sales 
at the same time. 
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The sales crew that 
is being organized 
by N. H. Knipe, 
sales manager of 
Virginia Electric 
Supply Co., Alexan- 
dria, will have to 
meet rigid specifica- 
tions, but they will 
find a wide range of 
sales helps in the 
promotional plans 
which Mr. Knipe is 
developing. These 
include special pros- 
pect lists, operation 
cost records that will 
help sales closing. 
two complete elec- 
tric kitchens fo» 
demonstration  pur- 
poses, and an atirac- 
tive display floor. 
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ONF-HOUR SALES mecting 
mornings and none in thi 
because salesmen need evening 
to close deals. 

Daily sales reports from « 
man. 

Each report will sho 
lls made, time spent 

Salesman will 
on his report and 1 
tection which must hx 
end of the period 
call and another r 

No salesmen 
“outside” or “‘inside”’ 

All salesmen will 
floor on designated d 

These are sonx 
store for the nc\ 
ganized by Neil ! 
ager, Virgima F] 
pany, appliance dc 
street, Alexandria, V 

Only expcricneed m 
Mr. Knipe said, and h 
trained men. Salary 
plus many incentive p 
out the year, will be 
payment. 


cal 








Mr. Knipe is a strong 
believer in incentive 
plans for salesmen and 
will apply many of the 
plans he developed 
while associated with a 
Virginia light and pow- 
er company. He will 
conduet at least six in- 
centive contests 
throughout the year to 
keep the sales crew in- 
terested and to enable 
them to add extra dol- 
lars to their income. 
The contests will take 
various forms and men 
will be assigned quotas 
and kept posted on 
their record through a 
bulletin board. 


Mr. Knipe, who was formerly in 

appliance departinent of the Vir- 

ia Electric Power Co. which has 

ontinued all appliance sales, will 
ipply many of the utility sales features 

promoting sales volume for the Vir 
gia Electric Supply Company. 

there will be at least six incentive 

ntests throughout the year to keep 
the sales crew interested and to makc 
it possible for thern to add extra dol- 
lars to their income, Mr. Knipe said. 

lhese contests will take mam 
forms. Some of them will be assign- 
ed certain quotas on specific appli- 
ances, and the standing of each sales- 
man will be recorded on a_ bulletin 
board. 

Ihe newly remodeled store of the 
Virginia Electric Supply Company 
will have two electric demonstration 
kitchens. One will be located down 
stairs, and the other will be located 
upstairs. This will make it possibl 
for salesmen to show two different 
typcs of demonstration kitchens and 
for two salesmen to work out the 
plans of customers at the samc time. 

Another novelty in selling will bce 
a list of names containing several thou- 
sand home owners in Alexandria and 
vicinity to which Mr. Knipe sold elec- 
tric appliances ten and twelve years 
ago. He will use these names foi 
prospects for new appliances. ‘The 
fact that he can go back and sell 
a customer again after a lapse of ten 
years is a strong factor in reducing 
sales resistance. 

Another feature of prospect lists 
will be names from the meter records 
of the power company showing what 


cach electric user has paid for electric 
watcr heating, which is on a separate 
meter at a separate ratc, and what 
cach user pays for operating other 
appliances. 

For instance a salesman may bc 
sclling a water heater to a customer 
in the middle of the block and the 
question of cost of operation is raised. 
By referring to his list he can tell 
them exactly what the owner on each 
side pays or the nearest ones on each 
side which have comparable cquip 
ment to that which he intends to 
buy. 

The main point of this, according 
to Mr. Knipe, is that it eliminates the 
pat phrase that it costs ‘about so much 
a month to operate.” For this in- 
definite and often misleading. state- 
ment there will be substituted the 
just two doors above here, has this 
same type of heater and it cost her 
exactly $2.99 to operate it last month, 
and $3.27 the month before.” 

Besides reworking the customers 
sold ten years ago, Mr. Knipe said a 
record would be kept of present sales 
and the names will be arranged in 
geographical order. The equipment 
purchased and the entire list of elec- 
tric equipment owned as it grows old- 
cr and the customer becomes ready 
for new items or it nears time to trade 
in the old. 

Prospect lists will also be arranged 
for each type of appliance. Some of 
this information will be used to regu- 
late buying. For instance the pros- 
pect list by type of appliance might 
indicate 200 prospects for electric 
ranges, 100 for electric water heaters 
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and only 10 for-electric washing ma- 
chines. 

A conference room has been pro- 
vided upstairs in the new building for 
use in sales meetings. Twice cach 
week a one-hour sales meeting will 
be held in the morning. Mr. Knipe 
said that morning sales mectings al- 
ways produced better results because 
salesmen were not worn down by the 
details of the day and besides sales- 
men usually have evening calls they 
need to make. 

The newly remodeled building has 
four floors. The first floor is the sales 
floor. Sixty-four 40-watt fluorescent 
fixtures in two rows illuminate this 
space. They are so wired that alter- 
nate lights can be turned off. Most 
displays are indirectly lighted with 
fluorescent. 

The radio and appliance repair shop 
is located on the second floor and 
the third and fourth floors arc used 
for storage. 

Refrigerator service is farmed out 
to a concern specializing in repair 
work and not in sales. 

Virginia Electric Supply Company 
is owned by C. C. Brown, vice-pres- 
ident and director of the Citizens Na- 
tional Bank of Alexandria. He bought 
the 917 King street building in 1945 
and purchased the business of an ap- 
pliance dealer located on the first 
floor and merged it with his own 
Alexandria Radio Service Company 
and formed the Virginia Electric Sup- 
ply Company. Modernization of the 
four floors of the building cost $25,- 
000. 
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Back Your Salesmanship with 
Adequate Service Facilities 


“Deavers who back their salesman 
ship with -adequate repair service are 
going to find opportunities denied 
those interested mainly in cleaning 
up on immediate sales. As distribu 
tors, we are so completely convinced 


em testing cquipment and the most 
modem tools, men are tiamed to re 
pair everything electrical, from an au 
tomatic blanket to the most luxurious 
home-freezer—two appliances which 
D. A. O'Bannon says are destined to 


22,000 square feet for displaying 
merchandise and_ providing servic: 
facilities for dealers, the parts and 
service section receives as much en 
phasis as the beautiful show roon 
That is because O’Bannon Brothe 
believe that service is a part of sal 
manship. ‘Their own salesmen 
qualified service men, competent to 
help dealers throughout the territory 
with service problems. 

O’Bannon salesmen are often taken 
from their service department, wh 
they have proved their skill as mech 


ics. It is easier to train a good sery 





have a brilliant future. man as a salesman than to cony« 


that this is true that we are not inter 
salesman into a mechanic. 


ested in supplying dealers who are not In the new 
making active plans now to strengthen 
their repair service.” 

he speaker is D. A. O'Bannon, of 
©’Bannon Brothers, distributors ot 
General Electric products, Little 
Rock, Ark. For many years O'Bannon 
Brothers have been known throughout 
their territory for their aggressive ct 
forts to make dealers more service 


building that otters 


Sp 
I 
minded, especially the small dealer To 
serving rural communities. Now, 
these distributors are providing un 
usual opportunities foi ti 
equip themselves to offer outstanding 
that will be coordinated 


dealers 


lepair service 
with sales cfforts. 

It is casy for the dealers supplicd 
by O'Bannon Brothers to have a 
sound repair department, 
these distributors provide facilities in 
their own model shop, housed in a 
new plant, for training dealers’ repai 
men. . Dealers may send their own 
service men for training in the O’Ban 
non shop, or they may request the dis 


he Cause 





tributor to furnish trained men. 
In this shop, equipped with mod ie 0 
Sr, 
Now, more than ever — betore, ioe 
° 110i) 
O'Bannon Brothers find it necessary +} 


to serve their territory with ser 
trained salesmen. Not many smal inten 
dealers are competent to offer ade “AN 
quate repairs. Even if they want | 
give service and appreciate its value, 





they have not had sufficient time to fore 
build their own strong service depart ffixe 
ment. ‘Thus, O’Bannon’s mech d th 
salesman is a vital part of the dealet ited 
service that forms a direct link with f the 
(Continued on page 81) times. 

a } 

Ci Taq 
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In order to carry out its policy of as- and adj 
sisting dealers in providing adequate “ae 

service, O’Bannon Brothers, Little ut 

Rock, Ark., distributors, have equipp- Mr 
ed a model service shop. V. W. Mor- outsid 
rison, at left, trains dealer service men te) TH 
in this shop. Above, J. A. Morgan an 

shows the company’s parts department Rural | 
where thousands of parts are kept in Mr. 
closed bins. toad as 

ELECT! 
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rence to receive thei 


if asked, recommends 


to service 
f the 


umes, 


VALLONS in clectrical merchan 
mark the store of L. P. 
in Macon, Missouri, which 
the rural market for the larg 


nicw 


of its sales volume. 
geratol washing machines, 
caters, and similar merchandisc 


in their original crates. Since 
the trade is rural, Mr. Patton 
t deliver, and he has discovered 
ny farmers have a distinct 
new me! 
e in the original crate. 

equently, at the Patton store 


the floor sample is uncrated. 
trictly a merchandising operation, 


s no wiring, but sells wiring 
ls, accessories, and appliances 
farmer or home owner and 
an clec 


idio sets are uncrated and sent 
idio service shop in town for 
g and adjusting before being 
for sale. The service shop 


a tag showing they have check- 


radio and that they are obli- 
it for the duration 
factory guarantee. In normal 


this service is expected to help 
ell radios and at the same time give 
‘he owners better satisfaction, because 
il radios can stand a little tuning 
and adjusting when first put into serv- 


Patton has a large “REA” sign 


outside his store which stands for Re 

$n3) F] a8 ° e 

‘aii Kiectric Appliances instead of the 

Rural Electrification Administration. 
Mr. 

toad as a salesman for a large hardware 
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Patton spent 18 years on the 


Special Policies Developed 
To Sell the Rural Trade 


company and has acquired a lot of 
merchandising ideas which he intends 
to incorporate in his new store. 
One of his rules for selling clectric 
ippliances and supplies is to handle 
only approved cquipment and to es- 
tablish a fair and have it 
posted where customers can see it. 
Next, he believes in running a 
classified advertisement in the news- 
paper every day and larger advertise 
ments at Icast once each week. He 
designs his own display advertising 


price list 





The big “REA” over Patton’s front 
door stands for “Retail Electrical 
Appliances.” 


Mr. Patton, owner of the Patton Elec- 
trical Appliance Store, in Macon, Mo., 
has learned through experience how 
to best appeal to the rural trade. Here 
Mr. Patton discusses the advantages 
of an electrical sheep shearer with a 
prospective customer. 


and lists as a must a subscription to a 
mat service so as to have a supply of 
proper illustrations. 

One of his special displays is a farm 
table on which has been attached a 
milking machine, cream separator and 
other farm equipment. By making up 
a proper display, he has found that 
the entire assembly, frequently, can 
be sold to a new electric consumer 
as a single unit. 

Mr. Patton believes in getting the 
customer to the store and exposing 
him to the displays and for that 
reason never announces in advance 
the expected arrival of any scarce 
merchandise, but advises his customers 
to check the store every day to see 
for themselves. This point alone in 
creases store traffic. 

Alert merchandisers of 
equipment need to keep their eyes 
open for new uses for electrical equip- 
ment and for the manufacture of new 
equipment, Mr. Patton believes. In 
between will be found areas where 
recognized equipment is almost un- 
known and where it needs promotion. 
For example, while electric sheep 
shearing machines have been manu 
factured for a long time, they have 
not been merchandised aggressively in 
this area and this has proved to be a 
good seller when properly demon- 
strated. 

Newest clectric item to create in- 
terest is the electric clipper for horses. 
[here are many raisers and breeders 
of fine horses in this area and the 
electric shear is to 
any of the farm 


electrical 


way to sell an 
demonstrate it at 
sales. 

If the horse owner also owns sheep 
he can buy a sheep shearing head for 
the same machine. 


Branch Store Plans of 
Maison Blanche Given 


Drraits on the first of three new 
branch stores to be opened soon by 
Maison Blanche Co., New Oilcans 
department store, have been disclos 
ed. The first will be opened in the 
Gentilly suburb of New Orleans in 
1947; others will follow later in Ba- 
ton Rouge, La., and in Shreveport, 
La. 

The Gentilly store, which should 
be ready for occupancy by June 1, 
1947, will be a brick two-story build 
ing 105 feet by 150 feet. 
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Making a 


THis is A srory of an electrical 
contractor who finds re-wiring and 
remodeling jobs more profitable than 
tle average new job! 

More than 80 per cent of the act 
ivitics of R. Archie Burgess, electrical 
contractor, +306 Georgia Avenue, 
Washington, D. C., is devoted to wir- 
ing remodeled apartinent, residential, 
and commerical buildings. 

He runs a 20-man crew and 
developed specialists for each type 
of work which has resulted in bette 
production and better labor relations. 

lor instance, he has two or three 
men who install steel conduit exclus 
ively. Another crew pulls the wire 
Men who continuously install conduit 
in old jobs become expert. ‘They 
anticipate the hidden beams, become 
familiar with various types and pcr- 
iods of construction and save much 
time which might be spent in wond- 
cring where to drill next. 

Most of the estimating is done by 
Mr. Burgess and, contrary to the gen- 
eral trend, Mr. Burgess prefers to do 
a job on a contract basis rather than 
time and material. 

The reason for that, Mr. Burgess 
said, is because there is more profit 
to be made in a contract. Jobs are 
harder to figure, but they have had 
so much experience that they seldom 
miss. Experience has taught them, 
Mr. Burgess said, not to take snap 
judgement on an old building. Jn an 
old house in Georgetown they once 
ran into some oak beams three feet 
thick, and some sand-insulated floors 
a foot and a half thick. In the old 
houses built in the Revolutionary 
War period and remodeled hundreds 
of times, stone walls and hidden piers 
are common place. 

The way they handle such situa- 
tions and still make profit in the con- 
tract is to figure them in advance. 
When there seems to be any doubt 
as to what they will encounter, Mr. 
Burgess takes a crew and bores a few 
holes and makes a general explora- 
tion of the premises before complet- 
ing his estimate. 

Not all obstacles to profit are hid- 
den, however. One of the untorgot- 
table experiences was in the rewiring 
of a Chinese restaurant. It was be- 


has 
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ELECTRICAL INSTALLATIONS 


Profit on Remodeling 


ing brought up-to-date and sn an 
conditioning plant was to be installed 
on the roof. Mr. Burgess tigurcd the 
job, allowed for all the wiring and all 
the material. 

When the material was on the job, 
and it became necessary to put the 10 
hp motor on the roof, he suddenly 
discovered that he had not allowed 
for putting the motor five-stories up. 
He had figured the cost of the motor, 
the wiring and hundreds of minute 
details but no moncy for putting the 
motor in place. 

This mistake cost $250. He said 
lie didn’t mention the mattcr to the 
owner. He had the motor put in 
place and resolved never to do it 
again. 

Mr. Burgess allows 110 per cent 
fo: the unexpected in all his con- 
tracts, no matter how closely figured. 
If they gain it on one job, they will 
need it on another and over a period 
of time it just about figures out. 

As to the matter of using existing 
wiring in a old building, Mi. Burgess 
i: almost all cases recommends that 
it be pulled out, or, if left in, dis- 
connected throughout. Hc finds that 
it is almost as cheap in most cases to 
wire new as to check old circuits. 
There is also more dangez of leaving 
hazardous wiring in the building. He 





said they once found a pair 
8 wires going to a fuse box in 
building which had 32 
ped off with No. 14 wire. 

Most profitable branch of 
building business is the rewii 
commercial buildings. Here 
cncy is highly desired, new app 
are wanted, neon signs, time 
intercommunicating 
crs, spots and all improvements 
demand. 
angle and merchandises the 
Hie can often suggest sales of a 
ditioning equipment and wat 
crs. 

During the past few years hu 


syestems 


of rooming houses had to be rewir 


in addition to thousands of 


rewiring so that more load coi 


handled. Along with the int 


population, the restaurants were over 


taxed and had to have new | 
grills, coffee makers, mixe1 


branch 


Mr. Burgess watch 


, 


+ 


C 


“ 





R. Archie Burgess, Washington. D. 
C. electrical contractor, specializes 
in rewiring of old buildings, and. 
what is more important, reports 
that he finds it more profitable 
than the average new installation 
job. The building above is a typical 
case—a fashionable old residence 
that is being converted into several 


apartments and downstairs offices. 
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| Bought MITCHELL 
because it’s the lighting that 
ooks like a million. It's done 
wonders for my business. I've 
got plenty of the comfortable, 
glare-free lighting | need. 
The utility man who recommend- 
ed MITCHELL certainly helped 
ne make a@ smart investment. 


| Recommend MITCHELL 


because there's a MITCHELL 
Fixture that's right for any lay- 
out | plan. Figuring a job with 
MITCHELL lighting is downright 
easy. As a utility man, | haven't 
got an axe to grind, but | know 
good lighting. That's why | rec- 
ommend MITCHELL. 


There’s a 
Meeting of Minds on....-' 


DELUXE LOUVERED 
: Model No. 3011 


SHIELDED UNIT 
Model No. 3004 


DELUXE SHIELDED 
Model No. 3007 


— 


the preferred 
COMMERCIAL 
LUMINAIRES 


I Install MITCHELL 


and it's a pleasure. Those fix- 
tures are made right—to give 
top-notch service—and to hang 
with the least time and effort. 
Every MITCHELL job | do is a 
boost for me—brings me cus- 
tomers who want the same kind 
of efficient lighting. 


1 Sell MITCHELL 


and of course you know why 
after hearing what the others 
have to say. As a distributor, ! 
find selling the line is mostly a 
matter of keeping up with the 
demand. My lighting depart- 
ment concentrates on MITCHELL, 
the line that sells itself! 


USER, CONTRACTOR, UTILITY MAN, 
DISTRIBUTOR—each has his own reasons 
—good ones—for preferring MITCHELL 
Commercial Fluorescent Lighting. They 
add up to a “meeting of minds’ on 
MITCHELL. The men who se// lighting, 


the men who use lighting are unanimous 


in their favorable opinion of this busi- 


ness-building, user-accepted line. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


Makers of Commercial and Industrial Fluorescent Lighting Equipment 
Store Window Lighting « Spotlights and Floodlights « Desk Lamps « Port- 


able Floor and Table 


mps « 


Lamps « Ultraviolet and Infrared 


Health Lamps ¢ Residential Lighting Specialties . . . Rad-i-Air Germi- 
cidal Units (made by Tru-Air Ultraviolet Products Co., Los Angeles.) 





Exterior of R. Archie Burgess’ place of business in Washington, D. C. 


other devices wired. New restaurants 
in old buildings sprang up around 
Washington like spring wheat. Mr. 
Burgess took care of as many as he 
could and his experienced crew made 
a showing for themselves. 

Mr. Burgess said that he liked to 
handle the re-wiring contracts better 
than new because there is less com- 
petition. Old jobs are the step-child- 
ten of the industry. He said it had 


been their experience that the owner 
didn’t expect as much for nothing on 
an old job as on a new job. 

On new jobs the electrical contract- 
or usually works for the general con- 
tractor on a sub-contract basis, Mr. 
Burgess said, and that results in a 


production-price job. The electricial 
contractor may not be in contact with 
the owner and, consequently, does 
not have much opportunity to sell 
him electrical merchandise or a new 
job. 

On the old jobs, Mr. Burgess said 
that most of their dealings were with 
the owners and by doing a satisfactory 
job had often made permanent cus- 
tomers out of the owners, both fot 
other jobs and for electricial mer- 
chandise. 

Another advantage of specializing 
in old jobs has been that it is possible 
to keep a larger crew going on less 
material. During the current short- 


ages this meant work as usual and’ 


profit when other jobs might be stop- 
ped entirely. 

When a job being figured to run 
unusually high, or when the custom- 
ers questions the need for certain 
panel box, or circuit breaker, number 
of branches and so on, Mr. Burgess 
arranges a mecting with the customer 
and the electrical inspector. At this 
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meeting he stresses the fact that no 
dangerous circuits should be left and 
assures the customer that they do not 
want him to buy anything that he 
does not need. One of the principles 
of his method of doing business is to 
sce that each customer is assured that 
nothing is being forced upon him 
under the guise of safety. 

The overall result has been a high 
repeat business and a heavy demand 
for his services. 

Customers are continually surprised 
at his desire to make a contract in- 
stead of a time and material job. 
When it dawns on the customer that 
the company’s experience and_ skill 
at that type of job makes it possible 
for them to contract at a profit, he is 
impressed with the job and the firm. 

Another point to remember, Mr. 
Burgess said, is always to pin a cus 
tomer down to what he wants, other 
wise, trouble may develop betore the 
job is done. Get everything in the 
contract and_ specifications. 


Small Motor Rewinds 
Found Good Specialty 


Because too often small arma 
tures from 1/100th horsepower to 
1/6th horsepower become “orphans 
of the storm” when they burn out 
and many shops do not like to 
bandle them, W. J. Crosby, Jr., has 
started the Piedmont Armature & 
Motor Rewinding Company, in Char- 
lotte, N. C. 

Not only do they specialize in the 
midget sizes but they do not accept 
any motors larger than one-half horse- 
power and have bought their equip- 


ment especially for the “‘babics 
the industry. 

A small lathe with a 6-inch syiy; 
is used for turning commutator; 
shafts and bearings. .\ mica cutting 
attachment provides quick means f 
cutting the mica down in the slot 
and a special tool which bolts on th 
head of the lathe clamps small any 
tures and turns them to facilitas 
winding. 

Special attention is given 
heater motors, coin operated 
giaph or juke box motors, 
motors, fan, mixer, and shaver mot 

Rewinding and repair of 
drills and other small electric 
tools is handled. Complete o\ 
with renewal of worn bearin 
gears is the service offered 
garage trade. 


on small lathe 
winding. 


This attachment 

speeds small armature 

Below, small mica cutter for al- 
tachment to small lathe. 
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Every time I have to refer to some of my old ledgers, 
I see the names of customer after customer who have 
bought from meadozen or more different Westinghouse 
appliances. Whether they started with a small item 
like an electric iron, or a big ticket major like a 
refrigerator, that first purchase made them a friend 
of Westinghouse, and a customer of mine, for keeps. 
So, apart from the good will I get by hanging my 
shingle alongside the well-known Westinghouse 
trademark, I know the Full Line Franchise pays off 
at the cash register. In other words, one Westinghouse 
appliance helps sell another, and each additional 
sale is duck soup. 
WESTINGHOUSE ELECTRIC CORPORATION 


Appliance Division Mansfield, Ohio. 
Plants in 25 cities, offices everywhere 





Grew howde Htlttd 


MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 
Tune in Ted Malone, Monday, Wednesday, Friday, 11:45 
A. M., E. S. T., American Broadcasting Company Network. 





WeaeeReeD i Cesta 
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That Ever-Present Problem-- 
Lining Up Sources of Supply 


By ConstaNt_y finding and explor 
ing new sources of material, the Gal 
vin brothers, clectrical contractors, 
who own and operate the Lighting 
Knginecrs Company, of Norfolk, 
Virginia, have managed to build up 
their volume of business and to keep 
their organization of 80 men going at 
full specd. — 

Starting in with a business 


1940 


volume of $500 per month, this fig 
ure Was increased to $25,000 per 
month during 1945, and expectations 
are higher still for this year. 

In addition to methods usually em 
ployed by contractors to keep their 
jobs going, this company realized that 
it must exert some initative in uncov- 
ering sources which would lead to 
greater production. 


Shown at left is an exterior view of Lighting Engineers Company, Norfolk. Va. 


Directly below at right is a showroom of this progressive firm. 
street side show windows are at the left. 


Note that the 
Fluorescent lamps are to be installed 


in the ceiling recesses in such a way that they will illuminate the display floor 


without being visible from the street. 


One of the employees of the company is 


shown at right at the company’s test board for lamps. 


John B. Galvin, Jr., in charge of pro- 
duction at the Lighting Engineers 
Company, of Norfolk, Va., spends 
much time, money, and effort in tele- 
phone calls to various sources in his 
constant search for materials. 


Seeing that the material situati 
was becoming more and more acut 
John B. Galvin, in charge of produ 
tion, set out on an airplane trip frou 
Norfolk to Boston. He stopped 
every town where he had any id 
there might be a factory or shop pi 
ducing anything which he could us 

rom classified sections of tel 
phone directories, city directories, and 
from chambers of commerce, he ob 
tained the names and addresses 
companies producing critical materia 
Many of these he contacted pers 
ally; others, he became acquaint 
with through telephone conve: 
tions, 

Mr. Galvin repeated these activit 
on a trip to New York to Chica; 
These trips enabled Mr. Galvin to ¢ 
the firm’s name on lists for consid 
tion as needs arose. 

The telephone classified director 
and the lists of names obtained h 
meant a gold mine of materials 
the Galvin brothers. 

“When you have to have certain 
material for certain jobs,” said Jo 
B. Galvin, “and you go to cnou 
sources, you are bound to get at lcast 
a little material from many of th 
sources. At least, I have found 
that way. 
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t4\ of us at HOLDENIine—the people in the 
plant, the men in the field and Dean Holden, Harry 
Ingraham and Gary Wise—as we wish you a very 
Merry Christmas—are working harder than ever 
before to assure you a most prosperous New Year. 
We're settled in our big new plant, we’ve got new 
products and new production-processes. We want 
you to know that we’ve got new plans—plans that 
will help give you more of the HOLDENIine 
CHAN’L-RUN you want. 


oe ary aN your forbearance, your faith in HOLDENIine in a 
Y 1. Ae dd - dsh . d : 
; a ay year of pronounced shortages. We deeply appreciate 


a, 


Ss 
we AY L)y Most of all, we want to acknowledge your patience, 
X 


NS SAS your loyalty in these troubled times. Your support 

\ aa has made us proud and pleased. We hope that—in 

the year to come—we can help make yours a brighter 
and more prosperous New Year! 


NIN. i“ Ask your Wholesaler for HOLDENIine 


— ee he 
oa i” CHAN'L-RUN folder, or write to.. 


HOLDENLINE COMPANY 


Pioneers tn Pluorescent 
2301 SCRANTON ROAD > CLEVELAND 13, OHIO 
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“My long distance telephone bill 
in May for material alone was $350 
— but I got material. When you 
have a payroll of $4,000 to $5,000 per 
week to meet, you must keep ahead 
on material in order to keep com- 
pleting jobs and starting new jobs. 
It is still true, just as it has always 
been, that you have to spend moncy 
to make money.” 

After making these inital trips, 
John Galvin didn’t stop traveling. 
While his brother, James A. Galvin, 
ran the office and kept an eye on shop 
and job production, John made a 
number of other trips, avcraging one 
every two or three months. 

Besides trips and telephone calls to 
sources of supply, Mr. Galvin has 
found personal contact with salesmen 
and factory representatives through 
entertaining to be profitable. He 
believes that the association on a 
more or less informal basis does much 
to establish good will. 

“Tt takes a lot of material for us,” 


said Mr. Galvin, ‘and we have to 
keep behind it all the time. I under- 
stand that we are the only firm on the 
eastern seaboard that covers all four 
branches of electrical work. We have, 
first, a complete electrical service 
combining contracting and mainten- 
ance; second, a complete fluorescent 
sales service and mainteance; third, 
a complete sign department in which 
we design, make, and install electrical 
signs; and fourth, a maintenance de- 
partment for all classes of electrical 
service.” 

Recently the company completed 
its new home at 301-13 Colley Ave- 
nue at a cost of $70,000. It is a con- 
crete structure 120 by 110 feet, on a 
lot 165 by 137. The new plant is 
centrally located and within five min 
utes drive of any side of Norfolk 
Lighting fixtures in the display room 
have not yet been obtained and in- 
stalled. They will be of the florescent 
type, recessed in the ceiling, so that 
the lamps will not be visible. 


How Another Contractor 
Solves the Same Problem 


SUCCESSFUL SOLUTION of many 
complex problems of getting mate- 
rials has enabled the management of 
the Summers Electrical Company, of 
Raleigh, North Carolina, during a 
recent month, to take on within the 
first 20 days of the month 133 ord- 
crs for new jobs and to keep most of 
the old jobs moving along on sched- 
ule. 

Despite many difficulties which 
came after the death of the head of 
the firm, W. Louis Summers, in Au 
gust, 1945, Mrs. Summers who suc 
ceeded him in the management of 
the business has continued to get suf 
ficient material from many sources to 
keep both the large jobs and the 
small ones of new and old customers 
going. This increase in business has 
meant more work for the men and 
more profit for the company. 

During recent months her company 
was engaged on such jobs as re-wir- 
ing the Man-Mur Bowling Center, on 
Hillsboro Street, for air conditioning; 
re-wiring the building of the Roth- 
rock-Trailer Body Works; and wiring 
the new home of the Nash-Stecle Mo- 
tor Company, which is a large brick 
and steel structure of 180 by 180 
feet. Also, her firm was wiring two 
apartment houses, six dwelling houses 
and doing scores of miscellaneous 
jobs here and there. 
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With her cight electricians and her 
foreman, R. C. McAlexander, who 
has been with the company for five 
years, going night and day to keep up 
with the work, one of the worst elec- 
trical storms in years struck Raleigh 
on June 19 and knocked out a con- 
siderable amount of electrical equip- 
ment. During the late afternoon and 


the morning of the next day, cme. 
gency orders poured in from old cus. 
tomers, and work on some important 
jobs had to be suspended temporarily, 
Some old picces of equipment were 
burned out. Mrs. Summers could 
not replace some of this equipment 
from any of her sources of supply, and 
had to rebuild it. 

With the assistance of Mr. 
Alexander, Mrs. Summers has work 
out a successful system of material 
getting. She had had consider 
experience with her husband, bef« 
his death, in getting material as 
had assisted him for two years 
ran the office while he was super 
ing work and getting new cont 

Mrs. Summers explained that 
her husband’s death, she was 
mined to keep the business going 
to build it up if she could find 
material. Realizing the danger 
shortages, she at once began working 
out plans and developing sources 

“My husband was proud of this 
business and particularly proud of th 
confidence he had won from so man 
customers,” said Mrs. Summers. “Bi 
fore he died he expressed the hop 
that I would keep it for me and the 
children. He told me that he didn’t 
want me ever to close the doors if 
I could help it.” 

Mrs. Summers said that since that 
time she had learned to love running 
the business and to enjoy the cease 
less battle to get material. 

“One of our men, Tom Lee Sauls 
does nothing but hunt materials 
said Mrs. Summers. ‘He visits 
the wholesalers here, and he goes t 
Durham once or twice a week and 

(Continued on page 80) 


An important part of every days operation is the morning conference on 


materials. 


Mrs. W. L. Summers, owner of the Summers Electrical Company. 


of Raleigh, N. C., is shown here conferring with R. C. McAlexander, left; 
foreman, and Tom Lee Sauls, who devotes practically full time to the prob- 
lem of running down scarce supplies and hard-to-get items. 
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How these tests at Wilkes-Barre 


PAY OFF FOR YOU 
AND YOUR CUSTOMERS 


y C8L8... tests... and more tests! Hazard 


checks raw materials .. . manufacturing operations 
... every finished product — all to eliminate the 
possibility of dangerous and costly wire and cable 
failure in actual service. Come war, come peace, 
come shortages or abundances of materials — you 
can select Hazard insulated wires and cables with 
complete confidence always. For example, in all the 
millions of feet of Hazard Armortite Underground 
alias sein ti itis een aaaaaal aitaae cable (illustrated below ) installed since 1928, when 


and cables starts with the type of raw materials that it was introduced, not a single failure due to 
go into their manufacture. So Hazard checks and i f ° 
tests rubber, synthetics and plastics, cotton, metals, inherent defects of insulation has been reported. 


jute. Every item received must first pass thorough ¥ CR 
laboratory tests for electrical characteristics, aging Hazard Insulated Wire Works, Division of 


qualities, uniformity, mechanical strength, etc., be- a “11, 
fore release to the production department. The Okonite Company, Wilkes-Barre, Pa. 


CABLE UNIFORMITY AND STABILITY are aig | controlled A TRIPLE-CHECK IS YOUR PERFORMANCE INSURANCE. In 
through every critical step in manufacture by sensitive addition to all the tests and checks made of raw materials 
gauges and instruments that control temperature, pres- and production operations, every inch of every Hazard 
sure, dimensions . .. that continuously measure electrical wire or cable when completed, must stand up under an 
‘strength of the insulation and stop machinery instantly electrical pressure test far above what ever could normally 


if the slightest change develops. be expected in service. 


SANSA ¥ 


insulated wires and cables for every electrical use 
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ELECTRICAL EQUIPMENT 


Resistors for Power Applications 


PROPER SELLCLION of power type 
resistors 1s of importance to the prod 
uct designer due to the increasing 
demand for electrically operated and 
controlled devices or machines. In in 
dustry today, wire wound resistors arc 
employed in a wide varicty of resist 
ance control applications from electro 
nic apparatus to small battery charg- 
ing units. Resistor manufacturers arc 
constantly adding new types of powe1 
type resistors to their standard line as 
well as making improvements in re- 
sistor design. These new and improv- 
ed units provide the designer with a 
wider selection of resistors which are 
suited to his exact needs. 

A great many economy dividends 
will be afforded the user of resistors if 
careful thought is given to the more 
important factors relating to resistor 


_*Mr. Littlejohn is application en- 
sineer for the Ward Leonard Electric 
Co., Mount Vernon, N, Y. 


Table 


Part I 
By H. F. Littlejohn, Jr.* 


selection. In addition, the designer 
taking into consideration the basic 
physical and electrical characteristics 
of wire wound power type resistors 
will avoid many unforseen design 
faults. In this manner, the final 
product will have more cfficient op- 
crating characteristics providing safer, 
longer lasting performance. 

Basically, resistors consist of a re 
sistive element mechanically and clcc 
trically secured to terminals of vari 
ous shapes and sizes for use in mak 
ing connections externally to the re- 
sistor element. Though the primary 
function of a resistor is to introducc 
resistance in an electric circuit, they 
are utilized in electric circuits to bring 
about or effect voltage reduction, cur- 
rent limitation, voltage division, pow 
et dissipation, cte. 


Almost every resistive control ap 
plication requires a different type, siz 
and capacity resistor dependent o1 
the particular circuit requirement. Fo 
instance, large mbbon wound or cas 
iron grid resistors are employed fi 
heavy duty applications such as start 
ing resistance for large direct current 
motors, on heavy duty battery charg 
ing rheostats, or on loading rheostats 
for large generators. Besides thes 
heavy duty resistor units, there is 
group of wire wound units called 
“Power Type Wire Wound Resis 
tors.” Usually the largest of thes 
wire wound resistors has a capacity o! 
about 200 watts with the smallest be 
ing about 5 watts and with ohmi 
values ranging from a fraction of on 
ohm to thousands of ohms per resi 
tor unit. 


Vitreous Enamel Resistors 


The majority of powcr type resis 
tors manufactured are of the vitreou 


1 — Tubular Resistor Chart 





Resistor Watt 
Groups 


(1) Resistance (2 
(Ohms) 


— 
Recommended 





Rating 


Minimum 


Operating 


Maximum Voltage 


Typical 
Sizes 
(In Inches) 
Length x O.D., 


Applications 





Fixed 


5.000 200 
12,500 300 
100,000 400 
100,000 1000 
100,000 1500 
150,000 2500 


1x 5/16 sistor is required for voltage 


. General usage where a fixed re- 


dropping, current limiting, watt 
dissipating, etc. 

. Industrial and electronic equip- 
ment such as motor controls, AM 
& FM radio apparatus, recording 
units, measuring instruments, siz- 
nal and sound units, ete. 





Adjustable 


10,000 300 
25,000 400 
100,000 1000 
100,000 1500 
150,000 2500 


. Circuits requiring adjustability or 
where extreme accuracy is needed. 
2. Voltage dividing or regulating 


circuits for voltage and speed 
regulators, motor controls, ete. 





Fixed 
Non- 


Inductive 








1,060 300 
1,500 400 
3,500 700 
7,500 


15,000 2000 








1% x 5/16 
2x 9/16 
34% x%4 
1500 64%x 
8%x1% 


K YA 
V4 vision transmitters, dummy an- 


. Primarily for high frequency ap- 
paratus where a non-inductive re- 
sistor is required. 


. Electronic testing equipment, tele- 


tennas, etc., are typical examples. 

















(1) The minimum ohms is based on a high grade resistance alloy wire not over 20 B&S gauge. The maximum ohms 
is based on a high grade commercial resistance element not less than .002” diameter or 42 B&S gauge. 


(2) These units may be operated at many times this voltage without damaging effects. 


On non-inductive units the 


values are for D.C. voltages only. 
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California Scores Again 


with the Uebute 


yeni 





The new All-Brite Brigadier the latest creation of our expert designers —adds 
a distinctive modern touch to any lighting scheme. This fixture combines 
attractive design with the highest degree of lighting efficiency. Available for 
4-40 watt and 6-40 watt, or 4-20 watt and 6-20 watt tubes. 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 


Approved by Underwriters’ Laboratories - Union Made 


WRITE FOR CATALOG AND DISCOUNT SHEET 


Manufactured by 


FLUORESCENT FIXTURES OF CALIFORNIA 


819 ELLIS STREET : Manufacturers of 
"SAN FRANCISCO 9, CALIF. "ALL-BRITE” Fixtures: 


TESTED AND APPROVED 


ey 
a 
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cnameled type being made by wind- 
ing a wire resistance element on a Ic- 
fractory base. The base, including 
the terminal connections, is covered 
with an enamel slip and is fired at 
ted heat to vitrify the enamel. This 
process of manufacture firmly embeds 
the resistive element in a glass like 
vitreous enamel protecting the ele- 
ment against mechanical damage and 
itimospheric conditions while at the 
same time providing excellent insulat- 
ing and heat radiating qualitics. 


Tubular and Flat Resistors 


There are two basic groups available 
to the product designer, the first, tu- 
bular resistors and the second, flat re 
sistors. ‘These two groups, in turn, 
mav be divided into many individual 
classifications cach having one. ot 
more specified purposcs. 

Tubular resistors of the 

iy be inductively or non-induc 
ively wound and a few typical sizes of 
cach are shown in Table J. Adjust 
ible resistors, that is, those whos 


} 1, ] 
cmbedded 


resistance can be readily changed, ar 
gencrally inductively wound in a sin 
ele Javer around the ccramic insulating 
base. 

One side of the resistors is left bare 
and one or more adjustable clamp 
terminals are provided so that the r 
sistance can be changed by moving 
the clamp terminal. Tapped or multi 
tapped resistors though not shown in 
Table I arc those having three or 
more fixed terminals, the characteris 
tics of these multi-tap units are much 


Table 2 — Flat 


the same as the fixed tubular induc- 
tive units. 

Non - inductively wound — tubular 
units gencrally use the Ayrton Perry 
method of winding which consists of 
two windings in parallel, wound in a 
single layer in opposite directions. 
In order to insure that the points at 
which the windings cross are exactly 
180° apart, the tubular core on which 
the wire is wound is made with two 
flat surfaces. ‘This winding method 
reduces the inductance and the dis- 
tributed capacitance to an absolute 
minimum. 

Flat resistors, the 
group, may be the Disc, 
Strip types as shown in ‘Table II. 
These resistors are especially adapted 
to the requirements of built-in equip 
ment where space for component parts 
Both the disc and plaque 

non-inductively wound 
requiring a unit 


second — basic 
Plaque o1 


is limited 
resistors are 
for usec on circuits 
having low values of inductance and 
of distributed capacitance. Strip 
sistors are inductively wound and pat 
ticularly suited for multi-tapped or ad- 
justable resistance requirements. 


Resistance Values 


When selecting a wire wound tc 
sistor, consideration should be given 
to the more important points relating 
to its resistanec valuc Vitreous ena 
meled wir al 
purpose applications, are manufactur 
ed with an overall resistat 
fr i | lt 
rom one end terminal te 
plus or minus 10% of th 


. ; 
wound units, for genera 


tolerance 
inother of 
| 


a 
specined 


value. However, special units such as 
precision resistors for laboratory test 
apparatus, ind.cating instruments, etc 
often require tolerances, of plus o 
minus 1% or less. The tolerance r 
quired should be weighed curefull; 
prior to purchase as close resistanc 
tolerances tend to incrcase the cost 
the resistor. 

Since resistors of the vitreous cu 
incled type generally operate at tem 
cratures (300°C) high above roo; 
ambient, the temperature coefficicn 
of resistance also becomes importan 
In most circuits employing resisto 
it is desirable to keep the resistan: 
value constant or nearly constant 
der all normal operating condition 

The tempcrature coefficient of 
sistance for a resistor unit is limit 
by the available resistance alloys, pl 
sical size and resistance of the wm 
Generally, the temperature cocffi: 
of resistance of most units is positi 
Most pure metals have a temperat 
co-efficient of resistance of appr 
mately .004 which corresponds t 
0.4% increase for each degree rise. 1 
overcome this undesirable conditi 
manufacturers employ low temp 
ture cocfficient alloy wires having 
coefficient of resistance ranging f1 
00006 to .00017 per degree C. 

he resistance of a unit depends 
the physical size, that is, the wind 
irea of the ceramic base and on tl 
size and type alloy wire used. In ¢ 
ral, finer wire sizes than .002” 
meter should be avoided i 
ong life of the resistor 


Resistor Chart 





Watt 


Resistor 


(1) Resistance 2 
(Ohms) ve 


Recommended 





Groups Rating 


Minimum | Maximum 


Operating 
Voltage 


Typical 
Sizes 


In Inches) 


AppLcations 








Dise 
Fixed, 
Non- 
Inductive 





Plaque 
Fixed. 
Non- 
Inductive 


10.000 


13, O.D. 


x 
33 Wide 


On devices where space is limited 


. High frequency electronic equip 
ment in circuits requiring a unit 
having low values of inductance 
and distributed capacitance. 





10,000 


Watt Disspitation 


10,000 


Voltages Limited by 


the 


10,000 

















31,000 3M 
66,000 











x1l1&x% 


o6x1lwxke 


* a resistor unit haying low 
values of inductance and distrib- 
uted capacitance is required. 


High frequency electronic equip- 
ment. 


Multi-tapped units are available | 
buat not adjustable units. | 





Where compactness is required 
tion and sound equipment. 
2. Resistors are available as fixed or 


adjustable units and are ideal for 
multi-tap resistor requirements. 


6,300 I1'%x1lhx«t& : rhme bs 
such as om avy lation, communica- | 








(1) The minimum ohms is based on a high grade resistance alloy wire not over 20 B&S gauge. 


The maximum ohms 


is based on a high grade commercial resistance element not less than .002” diameter or 42 B&S gauge. 


(2) These units may be operated at many times this voltage without damaging effects. 
values are for D.C. voltages only. 


On non-inductive units the 
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Bulletins and Technical Data 
to Readers of Electrical South 


aie 


Catalogs, 
Available 





109—Hanger Outlets and Floor Boxes. Bulletin No. 72 is a 
xv bulletin recently issued by Frank Adam Electric Co., St. 
Mo. Various type hanger outlets and floor boxes are 
trated and described in the bulletin, and the list price of 
given. A new addition to the line of hanger outlets, 
lock, 1s also described in a special insert. 
The advantages of the new built-in type elec- 
of the Frank 





"110—Ouikheter. 
ikbeter are discussed in Bulletin No. 73, 


Adam Electric Co., St. Louis, Mo. Outstanding features of 
1¢ Ouikheter, such as its beautiful chromium finish front and 
1uine Michrome wire heating element which should 
year out under normal operating conditions, are de- 


ind illustrations show the Quikheter brings warmth 
ery room. 

11—Electronics Digest. Recording 
“Electronics Digest” 


the latest developments in 
which includes 


nics at work, the new 

on Stratovision, Mot-O-Trol, fluorescent light, electro 
) plating, X-ray inspection, and electrostatic air cleaning 
nced by the Westinghouse Electric Corporation, Box 
ittsburgh, 30, Pa. ‘The 50-page illustrated booklet, 


is published ——. 
2—Modemization Guide. Concentrating on plans for im 
the most inefficient parts of the wiring system in the 
me, General Electric Company’s Appliance & Merchandising 
) ment, 1285 Boston Ave., Bridgeport 2, Conn., announces 
2 Electrical Modernization Guide. It is designed to 
the conception of electrical modernization as an in 
ent and expensive job. Highlight of the booklet is a 
ion of the add-a-circuit program for rewiring. 
——— Equipment Booklet. l'ypical lighting plans and 
grams for all classes of airports are included in a new 
“booklet ‘Airport sea oa Equipment” (B-3573) an 
by t the Westinghouse Electric Corporation, P. O. Box 
yurgh 30, Pa. pen med to met CAA and Army and 
concen equipment lis ‘ted and described in the booklet 
keyed by symbols to wiring diagrams and lighting layouts 
plan sections, to assist airport engineers in meeting spec 
juirements for any type of airport operations. 
118—Theater Lamp Booklet. Westinghouse Lamp Division, 
field, N. J., announces a new 32-page illustrated booklet, 
\-4575), which gives detailed information covering the selec 
isc and maintenance of lamps for all theater applica 
emphasizing particularly the new fluorescent circline and 
> lamps a contains two dozen large ne ag pencil 
ings and 90 small lighting application and idea drawings 
Six les in the ye of the book are specially designed to fit 
is of the theatrical industry and to aid in ordering lamps. 
achometers. ‘The Ilerman H. Sticht Co., Inc., of 27 
lace, New York New York, has recently issued con- 
bulletin No. 1045 showing nine different types of tach 
which can be supplied by the Sticht firm. This bulle- 
vs a large amount of tachometers including portable and 
iry tvpes, single and multiple ranges, domestic and im 
tted Swiss tachometers. 
121—Unit-Fans. The 1946 i and application guide has 
n issued by Reed Unit-F'ans, Inc., New Orleans, La. De- 
1 so that by adding various ‘att: ichments, this fan can serve 
poses and uses—for installation as sieier fan, attic fan, 
» floor fan, and all commercial exhaust fan installations— 
he ae has only to stock basic fan models in the different 
sizes to serve this wide variety of uses. Descriptions and illus- 
tr of the fans are presented clearly in the new catalog. 
122—Connector Manual. Anderson Brass Works, Inc., Bir- 
mingham 1, Alabama, announce their new complete manual 
rson Brass Connectors,’ Catalog ]05, is ready for dis 
tion. The complete line of Anderson bronze electrical 
ctors is discussed in up to date and specific facts. A de 
technical section—28 pages of tables, formulae, and in- 
ation—make this a valuable, reliable data source for the 
! cal engineer. Dimensions and shipping weights are given 
all items, and the manual is cross-indexed with items grouped 
alphal detically and pictorially by sections and types. The catalog 
s desk-size, measuring 9 x 11 inches, and containing 184 pages, 
permanently bound. 
123—Window Fan. A new catalog, “Bar-Brook Window Fans” 
has been issued by the Shreveport Engineering Company, 1553 
Texas Ave., Shreveport, La. This catalog shows illustrations 
of the Bar-Brook design to be used in offices, apartments and 
small homes. 
2 4+—Midget Metal Base Relays. A new bulletin, 
has been issued by the Ward Leonard Electric Co., 


‘0-1 














No. 104, 
st S$: SE. 
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Mt. Vernon, N. Y. This bulletin describes how midget metal 
base relays are designed for use in small radio transmitters, air- 
craft control circuits and applications where space is limited. 

125—Industrial Fluorescent Fixtures. Day-Brite Lighting, Inc., 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-A 
which contains complete specifications for each type “‘Day-Line”’ 
industrial fluorescent fixture: single units and continuous sys- 
tems for two 40-, three 40-, and two 100-watt lamps; detailed 
data on installation, accessories and servicing; list prices and 
charts for figuring footcandle intensities. 

126—Reed Unit-Fans. A new 16-page booklet on unit-fans 
has been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. This booklet describes the design 
of the Reed reversible unit-fan and how by adding various at- 
tachments it serves all purposes and uses—for installation as a 
window fan, attic fan, portable floor fan, and all commercial 
exhaust fan’ installations. 

127 -—Switch and Receptable Plates. A catalogue page describ 
ing a new line of switch and receptacle plates of pure aluminum 
that can be painted over with wall paint has been issued by 
D&M Mfg. Co., 79 W. Peachtree Place, N. W., Atlanta, 
Ga. These plates are breakproof, rust-proof, and conform to 
rough walls. 

128—Fluorescent Fixtures. An 8-page catalogue has been pre- 
Ave., Chicago 


pared by Mitchell Mfg. Co., 2525 N. Clybourn 

14, Ill. The catalogue includes a complete description of the 
various types of commercial fluorescent luminaires for use in 
offices, stores, schools, public buildings, institutions, etc. 


129—Anti-Corrosive Paints. Literature has been published 
by Subox, Inc., 348 River Rd., North Arlington, N. J., on thei 
Subox and Subalox paints used in generating, transmission, and 
distribution construction and maintenance. Both paints are 
based on a co loidally dispersed and amorphos pigment of sub- 
oxide of lead which is so cheinically active that weathering in 
reases its rust-inhibitive properties as well as its hardness. 

130—Buzzer and Push Button. The Wm. J. Murdock Co., 
Chelsea, Mass., has prepared a cata logue page which shows actual 
S1Z€ illustrations of their new ‘Tone Right” buzzer and push 
buttons. 

131—Lighting Bulletin. A 4-page bulletin (2169 
briefly the various fluorescent and incandescent lighting equip 
ment now being sold to the trade has been issued by Curtis 
Lighting, Inc., 6135 W. 65th St., Chicago 38, Hl. Individual 
specification sheets on various fixtures are included. 


132—Controlling Apparatus. A binder including descriptive 
bulletins and listings on electrical controlling and distributing 
apparatus such as safety switches, light and power panelboards, 
bus duct systems has been published by 
Products Co., Detreit 32, Mich. 


133—Tru-Heat Automatic Iron. A specification sheet which 
completely tells the story of the new General Mills Tru-Heat 
Automatic Iron has been published by General Mills, Inc., 


describing 


swat hboard ls, and 
Bu ll Do g Electric 


loincs Appliance ee 1620 Central Ave., Minneapolis 13, 
Minn. this sheet gives illustrations of and describes the exclu 
sive features of this iron which make ironing faster, easier, safer 
ind_ better. 


bulletin, No. 8-DF, issued by 





134—Temminal Lugs. A new 
Krueger & Hudepohl, 5 East Third St., Cincinnati 2, Ohio, 
illustrates the larger size terminal lugs and describes folding 
double cupped washer lugs with and without insulation grip, 
with large and small screw holes for standard stranded, extra 
flexible stranded and solid wire specifications 
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Fig. 1. Wire wound tubular resist- 
ors with special vitreous enamel 
coating for power type resistor ap- 
plications where severe operating 
conditions are encountered. 


Fig. 2. On the tubular resistor of 

the adjustable type shown here, the 

resistance may be changed by mov- 
ing the center band terminal. 


As an cxainple, a 15-watt vitreous 
enameled tubular resistor (2” long. 
7/16” outside diameter) having a re- 
sistance of 9,500 ohms may employ 
an alloy resistance element using a 
002” diameter resistance wire. Now 
should the designer require a 12,200 
ohm unit, it would be advisable to 
select the next larger resistor (2” 
long, 9/16” outside diameter) rather 
than request the manufacturer to 
wind a special high resistance unit us- 
ing .001 or .0015 diameter wire. 

In most applications, the 1%” in- 
crease in tube diameter, as in the ex- 
ample, would not affect the design of 
the device materially, whereas the 
safety factor and life of the resis- 
tor will be increased greatly. ‘To pro- 
vide protection against momentan 
and sustained overload conditions, re- 
sistors should be selected having ample 
wire size. 


Watt Capacity 


One of the most important factors, 
to be considered in the selection of 
resistors is the watt capacity or rating 
required for each application. The 
physical characteristics to a large ex- 
tent determine the maximum watt 
rating per unit. Underestimating the 
rating in watts needed for a given 
circuit leads to eventual damage to 
the resistor through overheating (ex- 
cessive temperature rise.) 

When current flows through a re- 
sistance, electrical energy is converted 


60 


into heat energy. ‘This power loss 
through heat dissipation may be ex- 
pressed by equation P==I? x R, where 
P is the power in watts, I is the cur- 
rent expressed in amperes, and R the 
resistance. Conversion of electrical 
energy into heat produces a tempera 
ture rise which if not limited would 
prove not only destructive to the re- 
sistor, but to nearby equipment as 
well. 

According to NEMA spccifications, 
the maximum watt rating of embed- 
ded resistors is based on operation in 
free space and still air with a min- 
imum clearance of one foot in all di- 
rections to the nearest object and with 
a room ambient temperature not ex- 
ceeding 40°C (140°F). For vitre- 


ous enameled embedded type resis- 
tors, the maximum allowable watt rat- 
ing is determined for the hottest spot 
on the surface of the resistor for a 
temperature rise of 300°C (540°F). 

This has established a uniform 


method for rating a resistor unit. 
Since icsistors arc scldom mounted 


Fig. 3. Tubular resistor of the non- 

inductive type. Flat sides on the 

base permit use of the “Ayrton 
Perry” method of winding. 


Fig. 4. Flat resistor of the strip 

type with low mounting brackets 

permitting assembly in limited 
space. 


Fig. 5. Non-inductive flat resistors 
of the Plaque type using L-shaped 
mounting brackets. 


Fig. 6. Dise resistor construction 

shown follows closely that of plaque 

units and are also non-inductively 
wound, 


with one foot of free space and stil 
air in all directions, their ratings must 
be decreased depending on the con 
dition of confinement and _ventila. 
tion. Each application must be stud. 
ied and tried. This is necessary in 
order that the hot spot temperatur 
of the unit will not exceed 340°C 
for which the unit is guaranteed 
When resistors are grouped together, 
heat from one unit may raise the hot 
spot temperature of an adacent unit 
above the 340°C hot spot limit. Thus 
a derating of the units should be 
made for ambients over 40°C, for 
confinement, and for stacking. 

(The second and concluding part of 
this article will appear in the Decem- 
ber 1946 issue.) 


Sales Training 
Pays Its Way 


REMEMBER the old time salc 

the old bird who pooh-poohed th 
vilue of reading books or articles on 
salesmanship or of taking training 
courses? Wonder what’s happened t 
him? He must be pushing a whice! 
barrow or digging cellars, because | 
hasn’t been around a selling jol 
vcars and years. 

Yet up till a few years ago, | 
salesmen believed that there was 
ing to training. “All I need t 
your proposition,” a salesman told 1 
once, “is a shave, a haircut, a rai 
ticket, and an order blank.” 

But the fact is that effective | 
ing is the most effective way to gua! 
antee the success of any salesman. 

Facts: One company devised cight. 
simple, horse-sense training method 
Its salesmen were using three of t! 
methods and averaging $9.98 sales pe! 
call. When they ignored all cight. 
their sale dropped to $7.96.  \n¢ 
listen: when they used all cight 1 
their presentation, the average salt 
went up to $12.96. 





§ 
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There's nothing puzzling about the huge, ever 
growing number of important installations that 
include FEDERAL NOARK controls. They're “part 
of the picture” of modern industry, fitting closely 
into plans that call for absolute dependability at 
every point. Write for your copy of the Federalog, E... AS IN “EFFICIENT”! 
containing complete specifications on FEDERAL The magnets used in FEDERAL 
NOARK Electric Products . . . Federal Electric NOARK Controls are E-shaped ~~ 
Products Company, Executive Offices: 50 Paris Oe lee be ee 
Street, Newark, N. J. Plants: Hartford, Conn., another feature that typifies 


. , the inbuilt lity of all FEDERAL 
Newark, N. J., St. Louis, Mo., Long Island City, N. Y. NOARK Electric Products. 


Federal sou 


INDUSTRIAL CONTROLS 


FEDERAL ELECTRIC PRODUCTS COMPANY, MANUFACTURERS OF A COMPLETE LINE OF ELECTRICAL PRODUCTS INCLUDING: 
MOTOR CONTROLS, SAFETY SWITCHES, CIRCUIT BREAKERS, SERVICE EQUIPMENT, PANELBOARDS AND SWITCHBOARDS 
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DISTRIBUTION ENGINEERING 


Capacitor Application 


WHEN REACTIVE KVA is supplied 
over a considerable distance to an in- 
ductive load the kvar needed may be 
1-4 to 1-% times that required if 
supplied at or near the load. This is 
due to the 12X drop in the system. 
In addition the 12R losses in the sys- 
tem are greater if the rkva is supplied 
over a considerable portion of the 
system. ‘Therefore when, capacitors 
are uscd primarily to supply rkva to 
inductive loads, they should be locat- 
ed at the loads, or near the loads or 
load centers rather than at o1 near 
the source. In addition the removal 
of reactive current from the system 
between the point when the capaci- 
tors are located and the source, per- 
mits additions of load to the system 
and reduces voltage drop. 

During the period 1917 to 1936 
most of the capacitors installed for 
supplying reactive kva were located in- 
In every in- 


side industrial plants. 
stance, installation costs were more 
than offset within 1 to 2 years by 
the savings in powcr billing that re- 


*Mr. Marbury is manager of the 
capacitor engineering in the Switch- 
gear and Control Division of West- 
inghouse Electric Corp., East Pitts- 
burgh, Pa. 


Fig. 1. Cut away view of 15 kva, 
2400 volt outdoor type capacitor 
unit for pole meunting. 
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By R. E. Marbury* 


sulted. This method of supplying re 
active kva focuses attention on the 
need for keeping the inductive load 
reactive kva requirements to a min 
imum through proper sclection of 
motor ratings. It produces maximum 
benefits by removing the reactive cur- 
rent from the power supply transform- 
er. The disadvantage is that the capa 
citor is removed from direct control] 
of the utility and may be left in set 
vice when actually not required. 
Switching capacitors units with the 
individual motors helps this situation. 

While it is desirable to locate a 
substantial portion of the capacitors 
in plants as consumer installations, 
there are many advantages to be gain- 
ed by installing capacitors direct on 
the power system. Such __installa- 
tions provide a means of controlling 
voltage and recognizing load diversity 
factors with respect to rkva demand. 

While the same capacitors used in 
mdustrial plant installations were ap 
plicable to substation installations, 
they were not practical to install along 
the lines, and particularly on distri- 
bution systems. The need for a type 
of capacitor which could be conven 
iently mounted on cross arms became 
apparent. 

Early in 1936 many utilities became 
interested in the large scale use of 
capacitors on distribution circuits sup- 
plying a large number of small loads 
where consumer installations of capa 
citors were not practical. The devel- 
opment of outdoor capacitor units 
with built-in discharge resistors follow- 
ed. As a result a simplified installa- 
tion consisting of; capacitor unit, sim- 
ple supporting racks, and fused dis- 
connects was made possible. When 
capacitors were originally mounted on 
pole cross arms the assembly consisted 
of indoor capacitor units and dis- 
charge devices in steel housings. This 
earlier type was not well adapted to 
installation in residential districts duc 
to the bulky appearance on the pole. 
In addition the cost was higher. 

The original outdoor capacitor unit 
rating of 15 kva was established be- 
cause of distinct design and manufac- 


Progress 


Fig. 2. Typical pole installation 
of capacitors. This is a 180 kva, 
2400 volt installation. 


turing advantages. Insulation in capa- 
citors must be stressed higher than in 
other equipment. This necessitates 
rigid manufacturing procedures and 
precise quality control to insure pio 
duction of perfectly insulated capa 
citors. As the kva rating is increased, 
unit stress must be reduced to offset 
the greater probability of defects in a 
single assembly and thus hold the loys 
of good material to a minimum for 
each reject. Thus, both the cost and 
size of a 30 kva capacitor unit would 
be greater per kva than that of a 15 
kva unit because both increase as the 
square of the reduction of unit stress. 

Experience has proved the 15 kva 
rating to be the most practical size to 
build both from the standpoint of 
size and cost per kva. It is a conven- 
ient size to handle and its weight 1s 
not excessive. It also fits in well as 
a basic unit for a wide variety of bank 
ratings. 

One objection to outdoor capac 
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GNED FOR TWO 100-WATT FLUORESCENT LAMPS 


jastic acceptance of the original “Forty-Sixty" by both the trade and the consumer 
ge for Curtis “Forty-Sixty ONE.” 


f unit differs from the “Forty-Sixty” only in size and lamp capacity. The “Forty-Sixty 
E” is ONE foot longer in order to accommodate two 100-watt lamps. The light 
output of the 100-watt lamp is approximately twice that of the 40-watt lamp. 


Reflectors and louver fins are of Alzak Aluminum with Alzak reflecting 
surfaces and Satin Alzak finish. Louvers shield the lamps 25° 
lengthwise and crosswise. Arranged for use as individ- 
val units or continuous lines. Write for data 

sheets today. 





low brightness luminaire designed for eye 
comfort. Sectional view shows light distri- 
bution. | 40% is directed toward ceiling 
where it is evenly diffused throughout the 
room... 60% is directed downward. 
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tor banks made up of a number of 
exposed outdoor type 15 kva capa- 
citor units is the difficulty of main- 
taining the case finish inasmuch as it 
is impractical to rack them in a man- 
ner that will permit repainting while 
in position on the pole. ‘The appli- 
cation of a heavy coating of sprayed 
metallic zinc to the entire case over- 
comes this objection to a considerable 
degree as it gives the capacitor case 
several times the life of hot dipped 
galvanized line hardware. In addi- 
tion, it eliminates the hazard of rust- 
ing resulting from abrasion in trans- 
portation or during erection in thc 
field. 

Duc to the position of zinc with 
respect to steel in the electromotive 
series, zinc will give protection to ad- 
jacent steel surfaces even though it 
does not actually cover them, as for 
example in case of a scratch which 
extends through the zinc to the stecl. 

Under ordinary circumstances, the 
handling of any piece of electrical 
equipment by such appendages. as 
bushings is apt to result in a broken 
seal or damaged bushing. To pre- 
clude this happening in the 15 kva 
capacitor very heavy body porcelain 
is used for the bushing and it is in 
turn mounted by solder “‘seal”’ to por- 
celain process resulting in a construc- 
tion which will permit handling by 
the terminals with no fear of damagc 
to the assembly. . 

A 15 kva, 2400 V outdoor zinc 

sprayed capacitor is shown cut away in 
Figure 1 in order to show the arran- 
gement of the twelve wound scctions. 
Six are connected in parallel, and 
these two groups in turn connected in 
series, giving a section voltage of 1200 
volts, which provides for the most fa- 
vorable voltage stress on the working 
insulation. The discharge resistors 
are connected across the twelve sec- 
tions. These resistors automatically 
discharge the unit to 50 volts or less 
within five minutes after it is discon- 
nected from the line. 
_ Capacitors similar to the one shown 
in Figure 1 are available in 15 kya 
size for standard voltages of 460 to 
13,800 and in 7-4 kva size for 230 
volts. For small banks where threc 
15 kva will be more than needed, 
three phase capacitor units are avail- 
able. 

The usual distribution circuit in- 
stallation consists of 6, 9 or 12 of 
these 15 kva capacitor units in simple 
racks which are mounted on the dis- 
tribution pole cross arms as shown in 
Figure 2. 

During the past few years outdoor 
capacitors have been installed in large 
groups at load centers to provide 10,- 
000 to 20,000 reactive kva and in 
addition to provide a means of voltage 
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Fig. 3. 
installed. 


control cither by themselves or in 
combination with synchronous equip- 
ment. By installing the capacitors 
in groups, and then operating these in 
series, high voltage banks have re- 
sulted obviating the necessity of us- 
ing a step down transformer to con- 
nect a capacitor to a line voltage high- 
er than 13 kv. Figure 3 shows a group 
of four 2500 kva capacitor banks, each 
rated at 24,000 volts and each con 
taining six groups of 2400 volt capaci- 
tors connected line to neutral. 


Neutrals Isolated 


‘Lo minimize fault currents and 
provide for continuity of operation, 
it has been found desirable to isolate 
the capacitor neutral in the case of 
large banks and to individually fuse 
each capacitor. In the event of a 
fault in a single capacitor the phasc 
current is limited, but the concentra- 
tion of current in the individual fusc 
promptly blows it and removes the 
umt from the bank with minimum 
disturbance. Potential transformers 
connected across each of the capa- 
citor phases from phase terminal to 
capacitor neutral, and arranged for 
opcrating a relay in change in volt- 
age, provide an easy means for trip- 
ping the breaker in the event of any 
permanent disturbance of capacitor 
phase to neutral voltages. 

The usual practice in the past has 
been to install banks of capacitors per- 
manently at points on the distribu- 
tion system. This makes it necessary 
to limit the size of the banks to sub- 
stantially the average or minimum re- 
active kva requirements, in order to 
avoid an excessive boost in voltage 
during light load periods. If the capa- 
citor is switched automatically in re- 
sponse to line voltage, however, capa- 
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This outdoor substation type installation has a total of 10,000 kva 
The units are banked for connection to 24,000 volts. 


citor banks can be made to suppl 
practically all of the reactive kva de- 
manded by the load during peak or 
any load condition. This has been 
accomplished in many cases by utiliz- 
ing an oil immersed contactor or cir- 
cuit breaker controlled by a voltage 
rclay with suitable time delay pro- 
visions for avoiding unnecessary 
switching operations. It is not neces- 
sary to automatically switch all the 
banks on a given circuit but merch 
the banks which bring the total kva 
on the particular line above that re- 
quired to supply the average reactive 
kva, or the amount of capacitor kva 
that can be tolerated during ight 
loads. 

Capacitors may be installed for thc 
purpose of removing reactive current 
from the line so that additional loads 
can be added without increasing the 
current in the line. The kw load 
may be increased 43% if the load 
power factor is 70% and this wil! « 
quire about 3.4 kva of capacitor fo 
each kw of added load. The capaci 
tor kva required per kw added is «i 
pendent upon the percent increas 
in kw and on the load power factoi 
and is independent of the ratio of linc 
resistance to reactance. 

Capacitors may also be installe« 
the purpose of permitting addition 
of loads without producing a furthc 
drop in voltage. The load may be 
increased one kw for each 2 kva of 
capacitors added if the load power fac- 
tor is 70% and if the line resistance 
and reactance are equal. The capa- 
citor kva required per kw to be added 
is independent of the percent in- 
crease in kw but is dependent upon 
the load power factor and the ratio 
of line resistance to reactance. 

(Continued on page 80) 
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National Electric Surfaceduct is a 2-piece, general 
purpose, electrical raceway. 


No fishing ... lay in the wires ... snap on capping; 
A principle pioneered by National. 


Unique bridge provides firm anchorage of capping 
and devices. 





8 device covers accomodate over 300 manufac- 
turers devices. 


Designed for loads up to 60 amps. 


Gray baked-enamel finish. 


* Feeder and distribution systems. 
* Commercial and factory lighting. 


* Assembly lines, laboratories, Sold exclusively NATIONAL 
work-bench tools, etc. through electri- 


* Rewiring existing plants. cal wholesalers. 


12 simple fittings meet all job requirements. 


Write for complete 


catalog information National Electric 


PROUOCOCTS CVURPVRATION 
Box 897 — Pittsburgh 30, Pa. 








NEWS of the INDUSTRY 





San Antonio to Hold 
Housewares Show in 1947 


A rour-DAy housewares and ap- 
pliance show will be conducted in San 
Antonio, Texas, during the period 
February 9th to 12th, 1947. Or- 
ganized strictly as a supplier-retailer 
event, and not a consumer showing, 
manufacturers, distributors and whole- 
salers from ali sections of the nation 
are invited to present their lines to 
visiting retailers who operate in the 
prosperous Southwestern section of 
the United States. Additionally, a 
gratifying attendance of buyers from 
Mexico and other Latin-American na- 
tions is anticipated. 

The San Antonio International 
Housewares & Appliance Show is plan- 
ned along lines which reflect the 
thinking of a committee composed of 
outstanding wholesalers and retailers 
with wide experience in the South- 
western market. 

All lines exhibited will be assem- 
bled in San Antonio’s beautiful Muni- 
cipal Auditorium which is centrally 
located in downtown San Antonio 
within convenient walking distance of 
all leading hotels. This arrangement 
will eliminate the necessity for buy- 
ers seeking out their needs from a- 
mong variously located, scattered 
showings. Another feature of centra- 
lized display is that all exhibitors will 
have the assurance that their lines will 
be seen by all visiting buyers. 


Sales Test Determines 
Market for Freezers 


IN A TEST to determine how big the 
market for home freezers actually is 
and what the best methods of pro- 
moting their sale, the General Electric 
Company and one of its small-town 
dealers teamed up recently to sell 76 
new four-cubic-foot G-E freezers in 
seven days. 

According to M. J. Young, who is 
in charge of freezer sales for General 
Electric, “we estimate that, on the 
basis of these results, the immediate 
market for home freezers is 5 per 
cent of the nation’s electrified homes. 
More than 1 per cent of the electri- 
fied homes in the test area were sold 
during the one-week trial period.” 

“We are also led to the conclusion 
that all the sales help that have been 
used in the promotion of more fami- 
liar appliances are necessary to sell 
home freezers in such volume,” he 
said. 
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Emphasizing the four-fold purpose 
of the test—to determine the size of 
the freezer market, how to sell the 
freezer, the effect of advertising me- 
dia, and the performance of the new 
G-E unit under adverse climatic con- 
ditions—Mr. Young pointed out that 
the findings will prove helpful, not 
only to General Electric, but to all 
dealers who expect to sell home freez- 
crs. 

The locality selected for the test is 
in Florida, where temperature and 
humidity average high and where 
there is less than normal national de- 
mand for freezers. The town has a 
population of about 22,000 persons, 
and a trading area of 55,000 persons. 


The nearest large city is about 60 
miles away. There are about 6,300 
residential electric meters in the area, 
Effective buying income 1s slightly 
over $30,000,000 and per capita in- 
come around $1400. 

The test showed that the upper in- 
come group will buy home freezers 
now, but it will be some time before 
low income groups can be reached 
Sales to age groups in the trial period 
were diversified. In practically even 
instance the husband was included 
when buying decision was made. 

In addition to newspaper and radio 
ads, telephone solicitation proved to 
be a highly effective selling method. 
Twenty-one sales resulted from 79 





NORGE COMES SOUTH—High ranking officials of Norge Division, Borg- 
Warner Corporation, were guests of honor at a welcoming dinner given by 
top officials of the Chattanooga Chamber of Commerce in Chattanooga, 
Tenn., on October 17th, marking the opening of Norge’s southern refrigera- 


tor compressor plant. 


The new plant occupies a building 120 feet wide by 


$20 feet in length in North Chattanooga and will give employment to some 


800 or 900 persons. 


A general view of the plant is shown above. 


Among 


the Norge officials present at the welcoming dinner were those shown below, 
left to right: M. G. O’Harra, vice-president and director of sales, Detroit; 
R. W. Gifford, vice-president and assistant general manager, Detroit; C. H. 


McMahon, 


advertising manager, Detroit; 


Howard E. Blood, president, 


Detroit; and George Smith, assistant to the executive vice-president, Borg- 


Warner, Chicago. 


Manager of the local plant will be T. F. Gifford. 
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ELECTRICAL AGENTS CUT 
THEIR PATTERN TO FIT 
THEIR TERRITORY vy 


W / 


/ 
You can’t go wrogig in locking to an 





Atlanta electrical agent for fulfilling — 
your requirem@nts a . for more than 
ten years eagh of these agents have 
studied — anticipated and % 
forecast trends that have enabled them 

to better serve their outlets, so today 
they ar@ in a better position to cut e 
patterr that will fit into the picture of 
both and the manufacturer. 
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telephone conversations. 

Newspaper ads were also very cf- 
fective; sales reached their greatest 
volume on the second day, before oth- 
er media had been utilized. Window 
signs were another strong drawing- 
card. Mr. Young noted that ‘time 
and again cars would pull out of the 
line of traffic on seeing the sign.” 

Although one four-minute radio 
ad and two one-minute plugs were 
used on three successive days, only 
two prospects could be directly traced 
to them. Both of these people want- 
ed to knew whether the freezer could 
be used as a refrigerator. The same 
gencral question was raised by many 
other people in the area, which led 
Mr. Young to comment that “the di- 
viding line between refrigerators and 
freezcrs is not yet distinct in the pub- 
lic’s mind.” 

A well-stocked display sample in 
the store was found essential to sell- 
ing and an empty one helpful for giv- 
ing the detailed product story. The 
test indicated that packaging mate- 
rials are a very helpful accessory in 
the sale of home freezers: A kit con- 
taining a variety of materials was used 
with the suggestion that the consum- 
er experiment to find which kinds 
are most satisfactory. Enlisting the 
cooperation of the local utility com- 
pany and frozen food distributor prov- 
ed invaluable. Speaking ot the form- 
er, Mr. Young observed that “this 
type of assistance should not be over- 
looked by any dealer or distributor.” 


Major Appliances Expand 
To Meet Dealer Trade 


Majox Appuiances, Inc., independ- 
ent major appliance distributors op- 
crating on a state-wide basis with 
headquarters in Miami and with com- 
plete office-warchouse branches in 
Jacksonville and Tampa, will celebrate 
their tenth anniversary this year, high- 
lighted by the completion of their 
three beautifully modern buildings. 
Incorporated in these new structures 
will be the latest and most ultra-mod- 
ern equipment, designed to afford th« 
“greatest efficiency and service to their 
dealer trade, the company reports. 

Office and warchouse space is be- 
ing constructed in ‘Tampa, at Ellamae 
Ave. and Water St., at a cost of 
$100,000, E. E. Brammer, Tampa 
branch manager, announced. 

The building is being constructed 
of concrete block and stcel, and will 
have a frontage of 262 feet. It will 
provide about 160,000 square feet in a 
single story for display rooms, offices, 
sales promotion and dealer mecting 
rooms, and warehouse space. A din- 
ing room with adjoining kitchen faci- 
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New homes planned or under construction for Florida appliance distributing 


firm, Major Appliances, Inc. 


From top to bottom the new buildings shown 


will be company headquarters in Miami, Jacksonville, and Tampa. 


litics 1s 
quets. 

Gatcs Construction Company has 
the ‘Tampa contract, and the similar 
buildings being constructed in Miami 
and Jacksonville are scheduled for 
completion in the early fall. 

Major Appliances, Inc., have an in- 
tensive dealer training program ar- 
ranged on all lines, to assist in tho- 
roughly training dealer sales and 
service organizations. Incorporated in 
the plans for the three new buildings 
are auditoriums which will display 
complete kitchens including both gas 
and electric ranges and water heaters, 
and laundry equipment, all of these 
appliances being connected and ready 


planned for company  ban- 


for demonstration. These aud 
will be used for monthly series:: 
training programs including . ser 
training meetings conducted | \! 
jor Appliances, Inc., service *’ 
and the factory personnel. .Thé 5 
vice and Parts Departments gid the 
Radio Technical Departments wi!! 
have the most up-to-date equ?pment 
to assist their dealers. Bes *iful 
showrooms will afford exampi- 
how to properly display merchandise 
and should prove invaluable to. th: 
dealer. 
Major Appliances, Inc., was found 
ed in 1936 by Walter D. Rowlands, 
president and general manager of the 
company. General office management 
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Parvon Me For PoinrTING.. 


, the Aleoa cable reel—the package on which A.C.S.R., 
made by Aluminum Company of America, is delivered 
job. I stand for Quality. 
leoa’s been making Aluminum Cable Steel Rein- 
forced ever since 1909, and they were in the aluminum 


cab!e business long before that. So the power cable 
8 I 
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you buy from Alcoa, the engineering advice, the erection 
supervision, all have a history of service behind them. 

Profit by this background. Specify Alcoa A.C.S.R. 
for your lines. ALUMINUM COMPANY OF AMERICA, 
2164 Gulf Building, Pittsburgh 19, Pennsylvania. 


Sales offices in principal cities. 
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Rise snetiet nnn ete regres opel teers 
Fit all Ranges... Installed in a Jiffy! 
* 


There’s more profit and faster turn- 
over when you handle CHROMALOX * 
Triangular Range Units. Two unit » 
sizes and a supply of CHROMALOX 
Adaptor Rings are all you need to x 
assure perfect fit in a/] range open- 
ings. This means—smaller inventory 

. quicker installation . . . more 
service calls per day. 

You are building customer-good- 
will too with CHROMALOX Triangu- 
lars. Women everywhere praise the 
fast cooking, easy cleaning and eco- 
nomical operation of this Unit. 

Get next to the sales-building, 
profit-getting CHROMALOX Range 
Unit Replacement line. Write today 
for Bulletins CF-145 and L-1023A. 


on new ranges and for replacement 





Exclusive Chromalox Design 
for Better Cooking! 





Cutaway shows flatter, wider 
Inconel sheaths. Inconel is rugged, 
tough, rustproof and acid-proof. 

















means ELT uc Cooking at Its Best! 


EDWIN Lt. WIEGAND COMPANY @ 7600 THOMAS BOULEVARD ® PITTSBURGH 8, PA. 


C. B. ROGERS, 1000 P’tree St., N.E., Atlanta, Ga.; L. R. WARD + 408 Southl’d Bldg. ‘eo 


Dallas 1, Tex. ; 932 M.&M. Bldg., Houston 2, Tex.; W. R. PHILLIPS, P. O. Box 2561, Raleigh, N 
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of all branches is handled by Don \ 
Davis, secretary and treasurer, who ha 
been with the company since its o: 
ganization. The sales department 
under the management of David (¢ 
Cunningham and includes a field « 
ganization of specialists. The servic: 
departments for all branches are mai 
aged by Glen F. Arbogast, with hea: 
quarters in Miami. FE. E. “Dox 
Brammer is manager of the Tam 
branch, and J. Carl Ammons dire 
the Jacksonville branch. 


Training Program For 
Leonard Retailers 


HIGHLIGHTED by a pocket libr 
of 18 unusually refreshing sales tra 
ing books and a new film techniq 
the new postwar sales force devel 
ment program of the Leonard Di 
Nash-Kelvinator Corp., got under w 
in September with an intensive fi 
day meeting in Detroit of sales tra 
ing managers from the compan 
zones and distributors. 

Preparatory training of field trai 
ing directors who will carry the pr 
gram to Leonard retailers and sak 
men began in August, 1945. Loc 
schools in all parts of the country « 
be conducted throughout the fall a 
winter. 

According to Walter L. Jeffre 
Leonard sales manager, the compr 
hensive program is divided into fou 
phases: (1) the attraction of promi 
ing salesmen material; (2) the selec 
tion of the best qualified men for r 
tail sales forces; (3) training of the 
men to become real producers; (4 
direction of their efforts to maintai: 
top sales productivity. 

“Because many retailers are n 














“This model has our new conven- 

ience dial—it shows when the pay- 

ments are due and the amount of 
each.” 
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fez 1 hear you're having a hard time with your new 


rousing development. I suppose wiring is going to take a beating. 


ot * No —I don’t think so. Cutting the wiring to the 
absolute minimum won't save enough to make it worth while. 
I have a reputation for building up-to-date homes, you know, 
not houses that are obsolete before the paint is dry. I want to 


protect that reputation. 


sacfoe ” You mean to say that you will insist on a real 


adequate wiring job even in your low-cost houses? 


-_ e 


Oadaer’ | sure will. In my low-cost houses I'll have to omit 
some of the extras that people want. But small home owners use 
just as much electricity as people who live in large homes — even 
more maybe. And I sure won't leave out anything as essential 


as a sound wiring system. 


Contacto ’ \'m real glad you feel that way. And I’m sure that 
good wiring will not only help to sell your houses, but will 
keep the owners satisfied as long as they live in them. That’s a 


selling idea I’m going to start pushing right now. 





a 
a") 
Z5. 


fs Why not ask your 


G-E representative how you 
can benefit from the promo- 
tion of adequate wiring in 
residential, industrial, and 
other buildings. Or you may 
want to write for informa- 
tion to Section AW 161116, 
Appliance and Merchandise 
Department, General Elec- 
tric Co., Bridgeport, Conn. 
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THE KEY TO THE HOME 
OF TOMORROW 
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Fit all Ranges... Installed in a Jiffy! 


There’s more profit and faster turn- _ 
over when you handle CHROMALOX “* P 
Triangular Range Units. Two unit * 
sizes and a supply of CHROMALOX 
Adaptor Rings are all you need to x 
assure perfect fit in a// range open- 
ings. This means—smaller inventory 

. quicker installation . . . more Exclusive Chromalox Design 
service calls per day. for Better Cooking! 

You are building customer-good- 
will too with CHROMALOX Triangu- 
lars. Women everywhere praise the 
fast cooking, easy cleaning and eco- 
nomical operation of this Unit. 

_ next a the eee Cutaway shows flatter, wiier 

rotit-getting HROMALOX ange Inconel sheaths. Incone bine = , 
Unit Replacement line. — id en ee ae Se 
for Bulletins CF-145 and L-1023A. 


on new ranges and for replacement 























means E@cUuL Cooking at Its Best! 


EDWIN Lb. WIEGAND COMPANY @ 7600 THOMAS BOULEVARD ® PITTSBURGH 8, PA. 


C. B. ROGERS, 1000 P’tree St., N.E., Atlanta, Ga.; L. R. WARD CO., 408 Southl’d Bldg. Annex. 
Dallas 1, Tex. ; 932 M.&M. Bldg., Houston 2, Tex. ; W. R. PHILLIPS, P. O. Box 2561, Raleigh, N. C. 
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of all branches is handled by Don WW 


Davis, secretary and treasurer, who ha 
been with the company since its or 


ganization. ‘The sales department 
under the management of David ( 
Cunningham and includes a field « 


ganization of specialists. The servic: 


departments for all branches are mai 
aged by Glen F. Arbogast, with hea 
quarters in Miami. E. E. “Dox 
Brammer is manager of the Tam, 
branch, and J. Carl Ammons dre 
the Jacksonville branch. 


Training Program For 
Leonard Retailers 


HicHiicutep by a pocket libra 
of 18 unusually refreshing sales trai 
ing books and a new film techniqu 
the new postwar sales force develo, 
ment program of the Leonard Di 
Nash-Kelvinator Corp., got under w 
in September with an intensive fi, 
day meeting in Detroit of sales trai 
ing managers from the compan 
zones and distributors. 

Preparatory training of field trai: 
ing directors who will carry the pr 
gram to Leonard retailers and sak 
men began in August, 1945. Loc 
schools in all parts of the country wi 
be conducted throughout the fall a: 
winter. 

According to Walter L. Jeffre 
Leonard sales manager, the compr 
hensive program is divided into foi 
phases: (1) the attraction of prom 
ing salesmen material; (2) the sele« 


tion of the best qualified men for r 


tail sales forces; (3) training of the 
men to become real producers; (4 
direction of their efforts to mainta 
top sales productivity. 

“Because many retailers are n¢ 
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“This model has our new conven- 

ience dial—it shows when the pay- 

ments are due and the amount of 
each.” 
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‘I hear you're having a hard time with your new 


housing development. I suppose wiring is going to take a beating. 


i No — I don’t think so. Cutting the wiring to the 
absolute minimum won't save enough to make it worth while. 
I have a reputation for building up-to-date homes, you know, 
not houses that are obsolete before the paint is dry. I want to 


protect that reputation. 


You mean to say that you will insist on a real 


idequate wiring job even in your low-cost houses? 





Baclder’ | sure will. In my low-cost houses I'll have to omit 
some of the extras that people want. But small home owners use 
just as much electricity as people who live in large homes — even 
more maybe. And I sure won't leave out anything as essential 


as a sound wiring system. 


(Loaliacio ’ I’m real glad you feel that way. And I’m sure that 
good wiring will not only help to sell your houses, but will 
keep the owners satisfied as long as they live in them. That’s a 


selling idea I’m going to start pushing right now. 





GENERAL €} ELECTRIC 
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4? Why not ask your 
G-E representative how you 
can benefit from the promo- 
tion of adequate wiring in 
residential, industrial, and 
other buildings. Or you may 
want to write for informa- 
tion to Section AW 16-1116, 
Appliance and Merchandise 
Department, General Elec- 
tric Co., Bridgeport, Conn. 





THE KEY TO THE HOME 
OF TOMORROW 


7} 


immediately concerned with attract- 
ing and selecting men for an expand- 
ed sales force,” Jeffrey said, “we are 
concentrating now on the sales train- 
ing phase of the program. The other 
elements of the plan, which is the 
most thoroughgoing we have ever 
made available to retailers, are pre- 
pared and ready for use the moment 
they are needed. 

“Meanwhile, since we realize that 
no organization can prepare for tough. 
competitive selling overnight, we're 
offering Leonard retailers a training 
program we believe their salesmen 
will dig into enthusiastically right a- 
way.” 

Don Herold, prominent sales spe- 
cialist, cartoonist and humorist, colla 
borated with Leonard sales and adver- 
tising executives in the preparation 
of the 18 books which, with four 
films, provide the basis of the training 
program. 

“The books are jam-packed with 
information, but so humorously pres- 
ented,” Jeffrey declared, “that sales- 
men will not only want to read them 
but really enjoy them.” 

The series includes an_ introduc- 
tory booklet, describing the overall 
program, six booklets on basic selling 
and a group of eleven others, one on 
Leonard history and background, and 
ten on Leonard products and how to 
sell them. Some of the titles in- 
clude: “Selling—These Dizzy Days’’. 
“Salesmen Make America Tick”, 
“Sales Don’t Just Happen—They’re 
Built!”, “What Makes a Refrigera 
tor Refrigerate?” “Why People Want 
Home Freezers’. and “Why Does 
Anvbody Want a Refrigerator?” 


New Standards Released 
In EEI-NEMA Report 


Sranparps for three-phase,  pole- 
type distribution transformers, rated 
150 kva and smaller have just been 
published in the Third Report of the 
Edison Electric Institute - National 
Electrical Manufacturers Association 
Joint Committee on Standards for 
Distribution Transformers. 

The three-phase standards describ 
ed in the Third Report cover mecha- 
nical features of both vertical and 
horizontal transformer types, and also 
match those of the single-phase type 
for all ratings. They provide for 
maximum interchangeability among 
the three- and single-phase ratings. 
according to the Committee. Re 
duction of field costs from simplified 
installation and increased operating 
convenience, and reduction of manu- 
facturing cost through simplification 
and unification of practice will result, 
it is expected. 
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Many parts already im production 
for single-phase transformers now bc 
ing built to follow the Committce’s 
Second Report will be put to use im 
three-phase transformers, which will 
follow the new design, and will thus 
speed the availability of three-phase 
transformers. Manufacturers arc pre- 


paring to proceed with designs in ac- 
cordance with the Third Report. 


MeDonald Brothers Holds 
Philco Sales Meetings 


McDonatp Brovuers, of Mem- 
phis, Tenn., Philco distributors, have 
just completed the holding of ten sales 
training schools on all Philco products 
over the Mid-South area. These sales 
training schools were held under the 
supervision and direction of John L. 
McDonald, general sales manager fot 
the distributing firm. 

The Sales Training School was pre- 
pared on film by the Philco Corp- 
oration and covers the entire Philco 
Line, taking approximately two and 
one half hours to present to the deal 
CTs. 

The dealers and their salesmen were 
highly enthusiastic about this new 
training program and the McDonald 
firm believes that the future trend 
will be to train dealers’ retail sales- 
men by film exclusively. 





RECORDINGS: 




















“This record is made especially for 

entertaining the boy friend. The 

needle sticks when it gets to the 
words ‘I wanna get married.’ ” 


Florida Corporation 
Adds To Sales Force 


Ii Was ANNOUNCED in Miami recent 
ly by Geo. B. Gray, vice president ot 
the Florida Radio and Applianc 
Corp.,that Hugh C. Ford had bec: 
added to the Sales Organization o! 
this company. 

Mr. Ford is a native of Georgia 
having moved to Miami in 1925 
where he finished his schooling. On 


MODEL RECORD DEPARTMENT—Compact is the word for this record 
department which keeps 2,500 records within reach of the sales clerk. 
Photo shows record section of Allied Music Sales’ new headquarters in 


Detroit. 


voted a model one by over 1,200 dealers who attended. 


Audition booths (sound proof) are at each side. 


The set-up was 
(Photo courtesy of 


Sentinel Radio.) 
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NITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N. Y. 
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his sad fellow is Thomas Toast. Once 
he was a happy healthy piece of bread. 
“Tasty Tom” they called him. But like 
many others of his kind he was lured to 
ruin by Mr. Smith’s toaster. 


"Never darken my door again,” cried 
Mr. Smith. “J wanted a golden delec- 
table piece of toast and you are... 
ugh! ... burnt!” 


‘Look at me,” sighed Thomas. “All 
burned up! And so young, too!” 


“No! No! Thomas... not that!” cried 
the Proctor Color Guard galloping up 
in the nick of time. 





SS 


“You are not to blame, 

my boy,” explained the 
Color Guard. “You were merely two- 
timed by anirresponsible, old-fashioned 
toaster that couldn’t tell dry bread from 
moist bread. It could happen to any 
piece of toast...except in a new Proctor! 
That’s where J’m on guard to see that 
every slice of bread gets to be a suc- 
cessful, perfectly-done piece of toast.” 


DEALERS! 


REVENT 


atic pop. 
with the Color ei 


The Color 


For Su : 
rther in . 

; ‘orm 
Sor the fe ation, watch 


P . : 
Rictee roctor Color Cuard 


-OMINE soon. 


PRICE ONLY 


$] 6*° 
OPA celliag 
Fed. Excise 
Tax lectaded 


IN APPLIANCE MERCHANDISING 


PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
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leaving school he worked in the ac 
counting business, from there to auto 
motive sales, and for the last twelve 
years has been active in the electronic: 
and appliance field in Florida. 


Fluorescent Manual 


Published by Sylvania Electric Pro- 
ducts Inc., Salem, Mass. 80 pages, 
illustrated. Price $1.00. 


Tits POCKEL-sIzED, 80-page boo 
1s a complete fluorescent service an 
maintenance manual. Written espx 
cially for electrical contractors, whol 
salers, lighting engineers, and electr 
cians, this book contains full detai 
on fluorescent operation and the var 
ous problems encountered in tl 
maintenance of such systems. 

In addition to text material 
trouble shooting, testing procedure 
and cleaning methods, there are man 
illustrations and diagrams of different 
circuits and test equipment which ca 
be built in clectrical shops. 


Statement of Ownership 


Statement of ownership, management, cir 
lation, ete., required by the Acts of Congre 
of Aug. 24, 1912, and March 1933, of Elect 
cal South, published monthly at Mariet 
Georgia, for October 1, 1946. 

State of Georgia, County of Fulton. 

Before me, a Notary Public in and for t 
State and County aforesaid, personally ay 
peared Frank P. Bell, who, having been du 
sworn according to law, deposes and says th 
he is the Business Manager of the Electric 
South, and that the following is, to the best 
his knowledge and belief, a true statement « 
the ownership, management, etc., of the afor 
said publication, for the date shown in t 
above caption required by the Act of Aug 
24, 1912, as amended by Act of March 3, 193 
embodied in Section 537, Postal Laws ar 
Regulations, printed on the reverse side of th 
form to-wit: 

1. That the names and addresses of tl 
publisher, editor and business manager, are: 

Publisher, W. R. C. Smith Publishing C 
Atlanta, Ga. 

Editor, Carl W. Evans, Atlanta, Ga. 

Business Manager, Frank P. Bell, Atlanta 
Georgia. 

2. That the owners are: 

W. R. C. Smith Publishing Co., Atlanta, Ga 
Estate of W. R. C. Smith, Atlanta, Ga.; O. A 
Sharpless, Atlanta, Ga.; T. W. McAllister, At 
lanta, Ga.; W. J. Rooke, Atlanta, Ga.; E. W 
O’Brien, Atlanta, Ga.; J Cook, Atlanta 
Ga.; R. P. Smith, Atlanta, Ga., and Mrs. E. I 
Philpot, Atlanta, Ga. 

3. That the known bondholders, mortgagee: 
and other security holders, owning or holding 
1 per cent or more of total amount of bond 
mortgages, or other securities, are: None. 

4. That the two paragraphs next above giv- 
ing the names of the owners, stockholders, an 
security holders, if any, contain not only th 
list of stockholders and security company bu 
also in cases where the stockholders or secur 
ity holders appear upon the books of the 
company as trustees or in any other fiduciar) 
relation, the name of the person or corpora 
tion for whom such trustee is acting, is given; 
also that the said two paragraphs contai! 
statements embracing affiant’s full knowledg« 
and bellef as to the circumstances and con- 
ditions under which stockholders and security 
holders who do not appear upon the books o 
the company, as trustee hold stock and securi- 
ties in a capacity other than that of a bona 
fide owner; and this affiant has no reason t 
believe that any other person, association, o 
corporation has any interest, direct or in- 
direct, in the said stock, bonds, or other se- 
curities than so stated by him. 

FRANK P. BELL, 
Business Manager- 

Sworn to and subscribed before me this 1st 
day of October, 1946. 

SEBA J. JONES, 
Notary Public at Large. 





| 


Tul 
of | 
ical 
nee: 
Clu 


ELE 








Names in the News 








BECAUSE OF the rapidly expanding 
business activity in the Southwest, 
Cutler - Hammer, Inc., Milwaukee, 
\\..consin, manufacturers of Electric 
Motor Control and allied products, 
has established this area as a new dis- 
trict sales territory. The new arrange- 
ment replaces the former branch sales 
office operation. 


E. K. Anderson 


{he new sales district will be un- 
dr: E, K. Anderson as district man- 
ier, with headquarters at 714-A N. 
Ervay Street, Dallas. ‘The arca in- 
cludes the states of ‘Texas, Oklahoma, 
Arkansas and southern New Mexico. 

j. §. Darby will be in charge of the 
company’s branch sales office in Hous- 
ton, and will operate under the supert- 
vision of the Dallas Office. 

’, H. Goodman recently joined the 
electrical manufacturers’ representa- 
tives organization of Emest T. Loyd 
as a salesman. Mr. Goodman will 
cover the territory of North and South 
Carolina, Savannah and Augusta, 
Georgia, and East Tennessee, includ- 
itg Knoxville, Kingsport and Bristol. 

~ aD ar 


Richard F. Muller has been named 
manager of the New Orleans district 
office of the Allis‘Chalmers Mfg. Co., 
succeeding F. W. Stevens who after 
41 years of service has requested to 
be released from this responsibility. 

Mr. Muller joined Allis-Chalmers 
in 1920 upon his graduation from 
Tulane University. He is a member 
of the American Society of Mechan- 
ical Engineers, the Louisiana Engi- 
neering Society and the Propeller 
Club of U. S. A. Port of New Orleans. 

Mr. Stevens, who continues with 





TYPE RLJFJ 
Three Conductor 
* 

Also all standard types 
of metallic Parkway 
eables, to I.P.C.E.A. 
specs. Special Cables to 
customer’s specifica- 


tions, 


N°? other protection required ex- 

cept at points of extreme me- 
chanical hazard. Being well pro- 
tected from ordinary mechanical in- 
jury and easy to install, they provide 
an economical, permanent § under- 
ground system. 

These cables are widely used for 
street lighting circuits, railroad yard 
lighting and signal systems, airport 
power and lighting circuits and in 
industrial plants and mines. 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 


ww 


ATLANTA, GA., Edgar 
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MCRESCENT 
WIRE & CABLE 


© ME MERE. *. 


E. Dawes, 401-402 Rhodes Building 
NEW ORLEANS, LA., Paul Hogan, jr., 305 Levert Building 
RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bidg. 
DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 








the company as a special representa- 
tive in the New Orleans office, joined 
Allis-Chalmers in 1905 as a corres- 
pondent in the Atlanta, Ga., office. 
He has been district manager at New 
Orleans since 1912, and is regarded 
as a dean among the company’s dis 
trict office representatives. 


x 


x % 


AN ANNOUNCEMENT from Robert 
C. Sprague, president of the Sprague 
Electric Company, North Adams, 
Mass., brings word of the election ot 
Emest L. Ward as a vice-president ot 
that organization. Mr. Ward, who 
became affiliated with Sprague in carly 
1946 as a member of the company’s 
executive staff, will include among 
his duties the coordinating of the 
manufacturing and service activities of 
the company. 

Gerald Hulett, vice - president 
Electromaster Inc., manufacturers ot 
electric ranges and water heaters, an- 
nounces the appointment of E. I. 
(Gene) Jones, of E. I. Jones Com- 
pany, as representative for the states ot 
Texas, Louisana and the southern halt 
of Mississippi. The E. I. Joncs Com- 
pany maintain offices in the Liberty 
Bank Building, Dallas, Texas. 





E. I. Jones 


Mr. Jones, a veteran of many years 
in the appliance business field, has an 
unusually wide acquaintance in the 
Southwest territory. For the past 
twelve years, he was Southwestern 
sales manager for Norge and previously 
was associated for several years with 
Westinghouse as division merchandis- 
ing manager in Dallas. 

J. W. Hoskins has been appointed 
Atlantic District manager of the Pre- 
mier Vacuum Cleaner Division, Gen- 
eral Electric Company, Cleveland, 





ADVANCE BALLASTS 


FOR UNEXCELLED PERFORMANCE 


1112 W. Catalpa Ave. 


Leading manufacturers of lighting fixtures use and recommend 
“ADVANCE” Ballasts for QUIET operation, high efficiency 
performance, low replacement cost and long life. ‘“AD- 
VANCE” Ballasts are streamlined for easy installation in 
fixtures and are approved by 


Abvance TRANSFORMER-Co. 


Cable Address: ADTRANS 


Underwriters’ Laboratories. 






































Chicago 40, Ill.,.U. S. A. 
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Ohio, it has been announced by J. B 
Buckley, manager of the Premier Diy 
ision. 

Mr. Hoskin’s new district is com- 
prised of Virginia, West Virgini. 
Maryland, Delware, the District « 
Columbia, most of Pennsylvania an 
New Jersey, and part of Ohio. [ii 
headquarters will be at 1305 Banker 
Security Bldg., Walnut & Junip 
Streets, Philadelphia, Pa 


ANNOUNCEMENT was recently mac 
ot the appointment of Michael Rug. 
gieri as plant manager of Line Materi 
Company's factory at Birmingha 
Alabama. He has been a member 


the L-M organization for more tha 
15 years, most recently serving as ch 
engineer at the 
Pennsylvania plant. 
An outstanding figure in the ficld 
designing, Mr. 


East Stroudsbu 


industrial Ruggic 













Michael Ruggieri 





from 1926 to 1929, was a design « 
gineer for the Electrical Engin 
.quipment Company. He joined t 
Line Matcrial Company in 192! 
design engineer at the South M 
waukee, Wisconsin plant and cont 
ued in that capacity until 1936 wh« 
he assumed the duties of chief 
gineer at Fast Stroudsburg 

ue * bed 


Announcement was made recent 
of the appointment of A. W. Larsoi 
as manager of lighting and distrii 
tion apparatus, Agency and Spcecialtics 
Sales Department, of the Westing 
house Electric Corporation. \tr. 
Larson will make his headquarters 
Kast Pittsburg, Pa. 

Mr. Larson graduated from Albiv 
College in 1936 and the following 
year he received a bachelor of science 
degree in electrical engineering from 
the University of Michigan and im- 
mediately came with Westinghouse 
as a member of the company’s stu- 
dent training course. 













News from the South 

On 
ni . . r ~ . 
Birmingham, Ala. — The Electric 
sa \ssociation of Birmingham, dormant 
] jJuring the war years, recently met for 
- the yearly election of officers. The 
p officers elected included: L. S. Hart, 
hairman; E. G. Walker, vice-chair- 

man; Walter Wann, secretary-treas- 
i( x x 
us Montgomery, Ala. — A variety de- 

















































rtment, featuring hardware, kitch- 
ware, notions, school supplies and 
nilar items, has been opened by the 
Childress Appliance & Music Com- 
pany, 502 South Decatur. 











WITH THE , 








Sheffield, Ala. R. C. Wade has 


ened an appliance and electrical 

ntracting store at 210 Raleigh Ave- 
ie. Mrs. Mary L. DeArman is the ROYAL-NOARK : 
tore manager and Dennis May is in 

harge of the contracting and repait /) : Me 

cpartments. FUSE 


Manila, Ark.—A charter has been 
granted Delta Implement Company 
deal in refrigeration, air-condition- 


ig, electrical appliances, etc. Incor- YOU'RE ome RIGHT.. YOU 


rators are L. G. Nash, James Hand, 


Ir. Jere B. Nash and George Love. 
‘t* ” CANT ASSEMBLE IT WRONG! 


Yellville, Ark.—G. D. Knight, Louie 
Shaw and C. M. Sloan have just or- 

EVERYTHING ina 
RENEWABLE FUSE 


nized ‘The Yellville Electric Com- 
pany. The new firm will occupy 
irters In a spacious new structure at 
e corner of Mill and Carter Sts. 
SIMPLICITY OF 
‘ sODESIGN 

}e” FEWER PARTS 

oY EASIER TO RENEW 
be) EASIER T0 ASSEMBLE 
wa” PROPERLY VENTED 
& RUGGED QUALITY 





























































Washington, D. C.—Unique among 
idio and appliance store telephone 
numbers is that of Concord Radio & 
\ppliance Co. Their number may be 
lialed by spelling out R-A-D-I-O-S. 


| = Spoval; 


; © alll WIRE * CORD SETS 
and is offering a complete elec- 


ied semiok as Gin cea. CARTRIDGE and ive FUSES + FUSTATS 
Commercial and domestic refrig- TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 
eration oN ——? and 
wiring equipment for farm homes 

and barns, light fixtures and lamps ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. 1. 
will supplement a contract wiring 


business and a general appliance 
stock. 


































Dickson Appliance Company open- 
ed in Mt. Olive, Miss., this year 
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Crestview, Fla.—Robert F. Mayes Thomas, recently opened an appli- 


has opened a refrigeration repair serv- ance store known as Thomas Bros. 
ice at 298 Spring Streei. Sales Co. 
ae o x 2 aa ~ 
Tallahassee, Fla.—A new outlet for Scott City, Kans.—The formal op- 


electrical appliances is the Lewis ening of the Hamilton Electric and 
Appliance Company, which has just | Appliance firm was held recently. The 
opened for business at 117 East Jef- | mew business is under the manage- 


ferson St. Paul Lewis is manager. ment of Mrs. Jack Hamilton. 
« a ad 


Winchester, Ky.—Recently opened 
for business is the Household Electric 
Co., Robert Hunt proprietor. ‘The 
business is located at Main and Court 


x x es 
Tampa, Fla.—The opening of The 
Floridan Appliance Company in its 
modern new store on Cass and 
Marion streets has been announced. 


C. F. Henry is president and owner, Sts. . - Zo 

and Charles EF. Henry is general man- 

aver a New Orleans La.—Frank H. Blue 
> 2 has been promoted to the position of 


. . anager in the appliance department 
Atlanta, Ga.—Stein Steel & Supply peg 4 pig Rss ai aiid 
Co., specializing in household appli- ~° Pa ong 
mess and Taare speci il anda, Md, — A new twostoy 
P) : > nig building, featuring both downstairs 
is now under construction at 295-30] ioe 98 vs i : 
Piitates Se and upstairs display windows, has 
been opened by L. & T. Appliances, 


x “ a rr 
Inc. The owncrs are John Lee, 


Clay Center, Kans. — Fincham & Daniel Tolson, and Andrew Devlin. 
Jevons Appliance Co. recently opened ek x 

at 703 Fourth St. Houston, Miss. — Ashton ‘Toomer 

a has been re-elected president of the 

Paola, Kans. — Two brothers, both Natchez Trace Electric Power Asso- 


Navy veterans, Donald and Roger ciation. Other officers, all re-clected, 
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MA P,R. MALLORY & CO, Inc. Y 
with leads, lugs or studs. Each 


som) CAPACITORS 


Mallory MSG Capacitor:— Small, 

compact AC Motor Starting Ca- 

pacitor that fits almost every 

mounting bracket or box. Re- 
Necessary leads, plete set of universal mounting 
pete oa <> Sedan hardware and installation in- 
each box for any structions. 


DEPEND ON=—INSIST ON= 
places rectangular capacitors 
type connectors. 


Distributed by 
INSULATION AND WIRES INCORPORATED 
SAINT LOUIS 3, MISSOURI 
BOSTON 20, MASS DETROIT 2, MICH ATLANTA 3, GA 
HOUSTON 2, TEX. BLUEFIELD, W. VA NEW YORK 7,N.Y 


SITTLER COMPANY H. A. HOLDEN, INC. 
CHICAGO 7, itt MINNEAPOLIS 3, MINN 


TRI-STATE SUPPLY CORPORATION 
LOS ANGELES 13, CAL. » SAN FRANCISCO 7, CAL. « SEATTLE 4, WASH 











inclrde 1. W. Harpole vice-president; 
N. B. Woods, secretary; and W. B 
Funderburk, superintendent. 

x « & 

Jefferson City, Mo. — According to 
Larry Sullivan, owner, Sullivan Appli- 
ance Store will feature electric refrig- 
erators, washing machines, ranges and 
other major appliances. 


Belmont, N. C.—The Nipper Ap- 
pliance Store, ee Nipper, manag 
opened here recently. 

x bss x 

Charlotte, N. C.—With an auth 
ized capital stock of $100,000, C. V 
Champe, Inc., has been granted 
charter to deal in electrical appliance 
Incorporators are C. W. Cham 
Y. L. Hones, and Rose S. Hones. 

a a x 

Shawnee, Okla. — Kenneth T. G 
lespie of Oklahoma City, has join 
the Oklahoma Electrical Supply Co 
pany as vice president. 

= « + 


Tulsa, Okla.—The new, ultra-m¢ 
ern Main Street addition to Vand 
vers Fifth Street store will open so 
On the first, second and mezzan 
floors will be appliances, rad 


phonographs, etc. 
Bo x x 


Inman, S. C.—The Inman Rad 
Shop, headed by W. W. Kirk, h 
just opened for business on Main 
Street. 


CONGRATULATED FOR EFFICI- 
ENCY — Byron T. Hardeman 
(right), is being congratulated by 
Charles Ankele, owner of the Ark- 
ansas Hardware and Electric Co., 
Rockport, Tex., for prompt effici- 
ency in restoring lights to the 
coastal town after a butane-gas ex- 
plosion destroyed a grocery store 
and plunged the town into dark- 
ness. Mr. Hardeman is manager 
of the local office of Rockport 
Central Power and Light Company. 
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Spartanburg, S. C. — The Dixie 
Service Company with Walter E. 
Wood, Jr., as manager, opened for 
business at 251 Magnolia St. Mr. 
Wood, with 18 years’ experience in 
the electrical appliance field, offers 
service on all makes of refrigeration 
ind air-conditioning equipment. 

Ye x x 
Sumter, S. C.—Fulton B. Creech, 
mayor of Sumter, has been 
1 a director of the Carolina 
& Light Company, Raleigh, 
N. C., to fill a vacancy on the board. 
“ a x 
Chattanooga, Tenn.—A new retail 
for electrical appliances is 
k’s, Inc., Jewelers, 831 Market 
S hich has just opened for busi- 


Dallas, T'ex.—Plans for a new build- 
ith 10,000 square feet of floor 
have been made by the Slocum 
ic Company. ‘Fhe new build- 
ill be located in the new Trinity 
trial District 

% e va 

Dallas, Tex.—O’B. Kennedy Refrig- 
n Co., 1018 South Lamar St., 
purchased 10,000 square feet of 
space at 1424-28 Missouri Ave., 
Worth. The management stated 
this new space will enable the 

any to give better service to cus- 
in both Dallas and _ Fort 
\\ th 


™ 
x ca 


Houston, Tex. — M. L. Craig has 
ecn named president of the Houston 
Llectric Appliance Dealers’ Associa- 

Other officers for the coming 

are Stokes Edmondson, vice 
ident; S. W. Morris, Jr., secre- 

ind S. J. Eubanks, treasurer. 


xy ~ xk 


Lubbock Tex.—Recently incorpor- 
iled with a capital stock of $50,000 
was the Nunn Electric Supply Com- 
pany. Incorporators are C. P. Hare, 
C. W. Haney and James M. Reed. 

x a 


San Antonio, Tex.—According to an 
announcement by Jack B. Pollock, 
piesident, the South Texas Appliance 
Corporation has moved into their 
former location at 605 South Flores 
St., where their three-story fireproof 
building has been completely remod- 
ala 
id. F m - 

Covington, Va. — Capitalized at 
$50,000, Mountain Electric Supply 
Co. has been chartered to deal in eiec- 
trical supplies. Alvin L. Dobbins, 
is president. 

a x a 

Norfolk, Va. — The newly enlarg- 

ed Lynch Refrigerator Co. has opened 
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YOU DON'T HAVE T0 KEEP 


YOUR FINGERS 


STEAM HEAT 
from a WALL PLUG 


Steam Heat WHEN 
and WHERE 
You WANT it! 


» CROSSED... 


S| | Retail Price $37.35 
’ 


You can sell Electresteem 
Portable Steam Radiators 
with confidence based on 
their long record of satisfac- 
tory service. Electresteem is 
the original Portable Steam 
Radiator, universally ac- 
claimed by Dealers and 
users for dependable, trou- 
ble-free performance. 


ELECTRIC STEAM RADIATOR CORP. 


DETROIT 8, MICHIGAN 
Electric Steam Radiator Company of Canada, Ltd Windsor, Ontario 








at 400 West York Street. William 
P. Lynch is owner. 
; * * x 

Richmond, Va. — Radio Supply 
Company, wholesale distributors of 
radio supplies, parts, tubes, testing 
apparatus, etc., has just opened for 
business at 3302 West Broad Street. 


Richmond, Va.—Jones & Gooding, 
featuring home appliances, radios, 
etc., have occupied their new home 
at 3158 West Cary Street. 

x x x 

Roanoke, Va.—With J. B. Wilson 
as president, the Wilson Electric 
Company, Inc., dealers in electric fix 
tures and appliances and _ electrical 
contractors, has opened for business 
at 1001 Hanover Avenuc, N. W 

a * * 

Roanoke, Va. — The promotion of 
G. L. Furr to the position of assist- 
ant general manager of the Appala 
chian Electric Power Company has 
been announced by M. C. Funk, vice 
president and general manager 


Ae ¥ x 
af Me x 


Charleston, W. Va.—A permit for 
construction of a $32,000 one-story 
building has been granied the Jones- 
Cornette Electric Company. The 


new building will be located in the 
2500 block on Kanasha Blvd. 


os ce 


Huntington, W. Va. — Capitalized 
at $50,000, Lawson Refrigeration & 
Supply Company, has been incorpor- 
ated by C. Germer Lawson, Sallye 
Jim Lawson and John W. Lawson. 


Capacitor Application 
Progress Discussed 
(Continued from page 64) 


[he outdoor capacitor has been 
developed to a point where it is gen- 
erally useful either in small distribu- 
tion circuit banks or in large banks 
connected to high voltage circuits, 
and the heavy metallized zinc coating 
on the cases should reduce mainten- 
ance to a very low figure. 

Capacitors are usually the most eco- 
nomical method of supplying basic 
kilovars at points remote from the sys- 
tem generators. They mav be ccono 
mically switched automatically, even 
in small banks. Capacitors release 
transformer, feeder, substation and 
gencrator capacity, or stated inverse- 
ly, permit greater loading in terms of 
active or real power. ‘They also re- 
duce system losses. 


Permanently connected capacitors 





if you want the “jump” 
on competition . . . some- 
thing no other one can 
boast .. . get a line on 
Great National’s sensa- 
tional, newly-improved 
“QUIET” Attic Fan. It is 
astounding dealers who 
have handled attic fans 
for years! 





-UIET 


... is the word for it! 





Write NOW for dealership ir your territory! 


GREAT NATIONAL 


AIR CONDITIONING CO. 


2125-29 North Harwood Street Dallas, Texas 








reduce voltage drop but have only aM pater 
minor effect on regulation since they BF iynity 
boost light load and full load voltage B . we 
substantially the same amount. Be | 

Capacitors installed on the utility coy 
distribution circuits provide a means 
for controlling voltage on the sys. Be} 
tem, and are particularly useful where § 
the loads are of such a nature as to , 
make installation in consumer plants 
impractical. ‘The capacitors may 
permanently connected or switched 
depending upon the system 
tions. Capacitors located in industrial 
plants are also very valuable and | 
fits accrue to both the customer 
the utility provided they are prc 
applied and controlled. 


Problem of Getting i 
Contracting Supplies een 
(Continued from page 54 ar 


visits all the wholesalers there 
keeps a check on all important items @ iho 
and hunts them down. We try not @ on | 
to let important stock get dangerous) acl 
low. Some items are hard to get , 
some almost impossible. BX cable P 
is out of the question; we can get 
little two-wire but no_ three-wire 
When necessary we telegraph and ee 
telephone all our sources of suppl i wa 
until we get what we have to have.” - 
While Mrs. Summers explained 


these things, she took time out to rede 


answer the telephone, to take orders, 
and to wait on a few customers. H 
two assistants, McAlexander 
Sauls, came in. McAlexander 
wound up some of the storm emer 
gency jobs and Sauls was just | 
from Durham where he had | 
beating the bushes for material. 
All agreed that the steel short 
still was being felt and it was |} 
to get anvthing made out of st 





although the copper shortage secn 
ed to be lightening up some. cul 
Mr. McAlexander pointed to ain 
large job the company had undertal eM 
en in which he said the wiring cot cpr 
tract alone was over $2,300. nd | 
“We have been since Januan - 
gathering the material, and head 
couldn’t start on the job until Jul tna 
] because it took that long to ¢ ae 
enough to start. We bought th mbut 
conduit from three different who to hel 
salers. We got the switches from one sight 
and the panels from another. W< 1 ' 
got the wire from four different sour- nelp 
ces. He 
Mrs. Summers and Sauls agreed in the 
that this was the way things went discus 
regularly; that it was usually necessan his d 
to tap all important sources of sup- for t 
ply to get the important material for nent 
one big job. as 
“We have been forced to buy “d sel 
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mly 2 MH material whenever we had the oppor- 
they Biynity,” said Mrs. Summers, “wheth- 
oltage Hr we needed it or not, in order to 
_ have it when we did need it.” 

atulity Some time ago they had the oppor- 
neans Binity to buy a considerable quan- 
Bs tity of conduit, Mrs. Summers point- 
tig ed out, and they snapped up the op- 
‘.. Mpportunity. Now they were able to 

79 ahead with several jobs because 

id the conduit. 





Back Your Selling with 
Service Facilities 
Continued from page 46) 


ynsumer. 
ir dealer-service program is not 
For years their salesmen have 
een required to be thoroughly fami- 
ith nye service. Now they 
ging dealers to make their own 
H lesmen service-minded, especially in 
sections served by rural exten 
lines where extended high lines 
hundreds of families who will 


their first appliances. Prevent 
iting out a specific example of 
tended rural electrification in his Fuse Falures 
territory Mr. O’Bannon said that 
indreds of prospects for initial ap- 
ices will be sold largely by the 
town dealer. 
“The S sural dealer has a decided ad- 
ntage” he said. “I can see plenty 
future prosperity for him provided 
s prepared to give reliable repair 
The small dealer who backs 
with repair service builds on a 
foundation that defies big-city 
mpetition. Rural people are cau- 
s buyers. They want to feel as 
: wed that the dealer who sells their 
m4 ‘quipment can give prompt, adequate 


FERRULE TYPE 


Manarzh pousle END WRENCH 


Users of Monarch Renewable Fuses 
are provided with this ingenious 
wrench ... . designed to fit 
nuts on any and all 
sizes of our 
fuses. 


O’Bannon Brothers are now com- 
eting plans to resume the field 
re taining schools they conducted in 
iewar years, where dealers and their 
yresentatives were trained in sales 
nd service. 
“The alert dealer who wants to get 
ihead,” said Mr. O’Bannon, “had 
better attend these schools, whether 


they are ours or those of other dis- BY " M Ay F 
, sietncs. Most distributors are Puesd YICCHY Y AnNare \ S4 s 
4 
Vida Pe gsr 


to help dealers, and it is a foolish over- 
aaa , a USE rvice 


MONARCH FUSES Are 
Available Through RECOGNIZED 
WHOLESALERS 


ight for the ambitious dealer to neg- 
lect to take full advantage of such 
help.” 

He suggested that the new dealer 
in the appliance field w ould profit by 
’ discussing operational methods with 

“ distributor, who is as eager as he 
the new venture to enjoy perma- 
rol prosperity. During these times 
. . IReNewaste 
of scarce electrical merchandise, 
| Fuses 
O'Bannon Brothers are urging dealers 
to sell sidelines. 





118 E. FIRST ST., JAMESTOWN, 


; 
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SELL MORE 


Poultry 
MLA: 


Stock the New 
; é Paragon 
PS-30 and 
“talk” these 


Unbeaten 





Features 
1] The new PS-30 provides... 


better than any other switch 
both morning and evening 
poultry house lighting with dim- 
ming period for roosting. Lighting 
stimulates hormones, increasing 
egg production without increasing 
feed consumption . . . when egg 
prices are highest. 
y 4 The PS-30 provides uniform 
work day throughout winter 
and summer ... plus week-end 
leisure for owner and family group. 
Telechron Motored. Lowest 


priced complete¢ 75 
Poultry Time Switch . . LIST 


Write for sales aids. Paragon designs and 
manufactures Time Controls for every need. 
PARAGON ELECTRIC COMPANY 
1618 Twelfth Street., Two Rivers, Wisconsin 


SALES REPRESENTATIVES 
HOPPER & McCOY 
306 Marietta Street, N.W. Atlanta 3, Georgia 


GEORGE £. ANDERSON COMPANY 
Santo Fe Bidg 


- Dollos 2, Texas . Phone R-4013 





Paragon an 


WISCONSIN 





BUILDERS OF ELECTRICAL EQUIPMENT SINCE 1905 












“The salesman who will be selling 
electrical dishwashers and ranges in 
1947 can be on the job this year sell- 
ing housewares, linoleum, venetian 
blinds, or what have you.” 

Dealers with the right setup to de- 
velop electrical contracting should 
find this a profitable sideline, espec- 
ially when repairs are emphasized. 
Electrical contracting and_ repairing 
and a full line of major and small ap 
pliances, protected by a good appli- 
ance repair department, make the 
ideal cornbination for a robust dealer- 
ship of the near future. 

“I cannot overstate the importance 
of good repair service,” Mr. O’Bannon 
repeated. “Often it is the element 
that makes a dealership outstanding 
in the community. The dealer who 
can give adequate repair service on 
every item he sells is the dealer who 
will get preference from the distribu- 
tors who have appliances to pass along. 

» Hie is the dealer through whom the 
manufacturers want to channel a long 
and fascinating line of postwar items 
to the ultimate consumer.” 





Inspectors at Asheville 
Dissuss 1947 Code 


Coiutinued from page 36) 
( pay 


Code requirements on conductors as 
covered in Article 310. 

The second day of the meeting was 
concluded with discussion of Article 
300 by H. H. Weber, of New York; 
Article 410, by V. H. Tousley, Chi- 
cago; Article 422, by K. S. Geiges, 
New York; Article 430, by J. G. Fish- 
et, Jackson, Miss.; and a presentation 
of “Farmstead Wiring Standards,” by 
L. D. Price, of NEMA, New York 
City. 

Others who participated in the pro- 
gram included F.. B. Paxton, of Sche- 
nectady, N. Y.; C. M. Park, Chicago; 
F. G. Camus, Shreveport; W. W. 
Satterlee, Sharon, Pa.; R. H. Lus- 
combe, Goshen, Ind.; Geo. H. Wel- 
man, New Orleans; H. M. Dreher, 
New York City; J. S. Mahan, Chicago; 
and L. B. McConaghy, New York 
City. 

The meeting adopted a resolution 
expressing appreciation of the ser 
vices rendered IAEI by Frank G. 
Camus, vice-president of the Interna- 
tional Association, who is resigning 
active membership in the association 
and his position as city electrician, at 
Shreveport, La., in order to establish 
a business of his own. Mr. Camus’ 
work in the association was the sub- 
ject of many warm expressions from 
the floor. 

M. G. Folkes, of Richmond, was 
elected president of the Southern 
Section at the concluding session. 


Other officers elected are: first vice. 
president, B. Z. Segall, New Orleans; 
2nd _ vice-president, A. E. Hancock, 
Austin, Texas; and A. M. Mil 
Richmond, who was re-elected secre- 
tary-treasurer. 

Elected to the association’s exe 
tive committee were C. S. Whita 
Durham; C. V. Porbes, New Ork 
L. A. Turnage, Hartsville, S. C.; 
G. Butler, Decatur, Ga.; and B. A 
Blakey, Jr., Montgomery, Ala. 

Elected to the executive counci 
IAEI were A. J. Bommer, D 
W. A. Stall, Jacksonville; and J 
Fisher, Jackson, Miss. The So 
ern Section’s representatives on 
Electrical Committee of NFPA 
re-elected; they are N. E. Cann 
Raleigh, N. C., member and J 


Fisher, alternate 


Accounting for 
Contractors 


(Continued from page 35 


holding, O. A. B., Social Security 

State Unemployment Compensa 
tax and I’ederal Unemployment ¢ 
pensation tax, it is also laid out 
that wages may be identified with 
jobs on which the worker earned th 








Electrical 
Connectors 
THEY’VE GOT 
EVERYTHING! 
Simplicity 
Certainty 
Approved 
Strength 
Acceptance 


Southeastern 
Representatives: 
VERLYN H. BRANHAM 
180 Interlocken Drive, 
Atlanta, Ga. 
J. P. LUMPKIN 
248 Tranquil Ave., 
Charlotte, N. C. 


Write for 48-page 
Illustrated Catalog 


} 
Sa 


COPPER /uBt 
& PRODUCTS, Inc 


CINCINNATI, OHIO 
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By referring to the illustration im Fi- 
gure 1 you will notice that provision is 
made for wages to be keyed with the 
various job numbers. ‘This permits 
the charging of direct wages to the 
various job records. 

lt is suggested that if the contrac- 
tor employs more than one kind of 
labor, each different craft be grouped 
sether. If the contractor employs 
only electricians or any other single 
trade, this need not be done. His 
xoblems are simple. 

But, if for example, the contractor 
mploys carpenters, electricians, and 
nbers, each craft should be group- 
ind one or more blank lines left 
tween each group on the Payroll. 
; permits the adding of the total 
carpenters’ wages, for example, which 
can be posted in one figure to the job. 


i] 


— + ¢ 


[he same with the other crafts- 
cn. If a large number of jobs are 
worked on each week, it may then be 
necessary to make a little summary 
to determine the amount of wages 
which shall be posted to each job. 
Indirect labor, such as office workers, 
truck drivers, etc., will, of course, 
not be charged to the job. 

[he wages to be charged to jobs is 
the amount shown in the “Total 
Compensation” column. If it is de- 
sired to show the overtime on any or 
all jobs as a separate item, that infor- 

ation is available in the “Overtime” 
column. 

In the illustration shown (Figure 
1) this contractor evidently pays his 
employees in cash. He has drawn one 
check, No. 207, for the entire amount 
of the payroll. That check would, of 
course, be entered in his “Cash Paid 
Out” record. If you pay each work- 
er by check, the check number should 
appear in the “Check No.” co!lwnn 
of your payroll record — before the 
amount paid each worker. In that 
case, your “Cash Paid Out’ record 
should show those check numbers 
and amounts. They may be grouped 
thus—“Checks No. 1 to 5 inclusive— 
$267.57” and made in one entry in 
your “Cash Paid Out”. This cuts 
down time and space. Of course you 
may enter each check and each a- 
mount in your “Cash Paid Out” Rec- 
ord if you prefer. 

Payroll taxes may be accrued week- 
5 or they may be entered in Cash 

Paid Out when they are paid. Many 
contractors find it very satisfactory to 
record payroll taxes only when paid. 
That is simple and sufficient in ordi- 
nary cases. 

We have not dealt with time keep- 
ing. There are a dozen different 
methods. Any good method is O. K. 
if it is accurate as to hours worked 
and time is properly allocated to jobs. 
There are several supply houses 










EFFICIENCY | 


NESTED 
CLEAT RACKS 








@ Simple... str 

features that have = EFFIC IE NC i Nes ted 
Cleat Racks the choice for efficient con- 
ductor mounting. The “nested” design 
permits cable suspension in a minimum 
space and at the same time speeds in- 
stallation. A further aid te mounting con- 
venience is the EFFICIENCY Time Saver 
Cleat, designed for use in conjunction 
with Nested Cleat Racks. Note, in the illus- 
tration, that the cleat is mounted perma- 
nently with one bolt, thus forming a solid 
support for the wire or cable. With this 
design the cable may be left to hang 
slack, or be drawn taut at the time of 
suspension. Using these units in combination 
one man can install cable faster than 
two men with the usual type of cleats 
and racks. 


WRITE TODAY for our Catalog No. 38B... 
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contains complete information on this 


and other EFFICIENCY Electrical Devices. 


MANUFACTURERS OF EFFICIENCY 
ELECTRICAL DEVICES FOR CONDUIT, 
WIRE AND CABLE SUSPENSION 





4 CELECTRIC/AND MANUFACTURING CO. 
FAST P4ILESTIVE, OFF10 
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POPULAR BRANDS 


BRUSH ASSORTMENT 


This practical selection includes 
CENTURY «+ DELCO « EMERSON « GE. 
LELAND « WAGNER « WESTINGHOUSE 


18 Different Brushes 
168 Pieces 
List $63.50 


‘3 g.50 





Harco WASHER 


1000 Washers 
18 Sizes from 1/4" to 1's" 


FINEST RED FIBRE $3 





ELECTRIC MOTOR 


BEARING ASSORTMENT 


Only popular fast-moving numbers 
are in this excellent assortment 


CENTURY « DELCO + EMERSON «G. E. 
LELAND « SUNLIGHT « WAGNER « 


WESTINGHOUSE 


18 Different Bearings S$ 
152 Pieces 50 


List $60.00 


HIARCO EQUIPMENT co 


2456 NINTH STREET, N.W. WASHINGTON 1, D. C. 





which will be glad to furnish you 
with “Time Books”. These books 
are usually quite satisfactory. 

During the past decade you have 
seen many new devices and improve- 
ments in your line—new methods— 
new wrenches— new fixtures—new 
gadgets—all designed to save time 
and expenses, or to improve your pro 
cesses. Many of these have been in 
novations which have saved untold 
time and money. 

Improvements have also been made 
in office procedures. [f you haven’t 
adopted them, you are behind the 
times—you should do so immediately 
The method of handling payroll illu 
strated herewith will save you time 
and money. And, again to para 
phrase—‘‘A dollar saved 1s a dollar 
made.” 


Tennessee Show Features 
Rural Electric Uses 
(Continued from page 33) 


suit different peoples’ fancies—wash 
ers to go under nail heads are elimi 
nated.” 

Electric fence gate—it’s easy to put 
up or to take down and transfer to 
new locations. 





New types of high speed drills. One 
kind is in cellophane-wrapped, dust- 
droof boxes. Also new high speed 
drill sets. 

Portable air compressors — called 
“the best hired man ever put to work 
on a farm.” 

A cordwood saw—new model, with 
all-steel tubular frame, which can be 
hauled anywhere, skids onto a pick 
up truck and anchors securely. 

A new farm welder—‘no longer 
need the modern farmer fear break 
down of vital equipment in the mid- 
dle of a planting or harvest season.” 
The new farm welder permits the 
farmer to make prompt, effective re- 
pairs on tractors, threshing and har 
vesting machinery, plows, rakes, culti 
vators, yard and barn equipment. No 
time lost. 

New hammermill—“you can proces: 
your own feed as you desire from 
crops raised on your farm.” 

Poultry water warmer, with ther- 
mostatic control—guarantees hens the 
best drinking temperature of 50 de 
grees Fahrenheit. “They will drink 

more, eat more, lay more during the 
cold winter months.” 

Electric churn—improved postwat 
model, streamlined, easy to operate, 





operating cost about ten cents per 
mortth. 

All weather electric brooders 
micidal light irradiation of air. 

Electric sprayer and duster—versa 
tile appliance. 

Fans that blow quick warmth 
winter and cooling circulation 
summer. 

New types of electric wall heat 
—built-in fan-type. 

Dust collectors. 

Household appliances of all kin 
just off postwar assembly lines, incl 
ing frozen food cabinets, refrigerat 
ranges, vacuum cleaners, ironcrs 
dios, irons, and many others 





2¢ 


Single Range Sells 
All-Eleetric Kitchen 


(Continued from page 22 


capable of keeping hard rolls hard 

soft rolls soft while maintaining 
tempcrature permitting the serving 
hot bread. 

A complete section of the kitch 
is set off for handling dishes. <A 
kilowatt Hobart 
washes about 2500 dishes per hou 
maintains above-standard sanitation 


el »} 
dishwasher, wh 
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* GEDNEY ) 3 
FITTINGS... FIT! 


Save time XY 
and money a 
on the job! | 


AD. 


ASK 
YOUR ate 
WHOLESALER! “s 


GEDNEY fittings—made of high 
grade malleable iron—are built with 
the electrician’s eye for fast, trouble- 
free installation. Smoothly finished, 
precisely inspected in a complete 
range of sizes and styles. Carefully 
packaged and clearly labeled to speed 
up selection of the proper fitting for 
the job. Write for catalog. 


ST_,s SS 

















S11 9th St. N. W._ 


WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 


Electrical Appliance Parts 


__ Washington 1, D. C. 











-GEDNEY Etectric co. 
_ RKO BLDG., RADIO cme pers Y. : | 


Na. wide ies be Lia aii Se ti 








ed tables. 


Money-back guarantee. 


EDUCATIONAL ADVANCEMENT COMPANY 
Box S-02 
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ELECTRIC MoTOR DIAGRAMS 
AND TABLES 


ELECTRICIANS — MOTOR REPAIRMEN 


Here is the book you have been waiting for! A prac- 
tical encyclopedia of information on all types of 
Electrical Motors and Controls. Contains connections 
for Single, Two and Three Phase and DC Motors. 
Both standard and special circuits. Methods of 
rewinding and reconnecting for change in volt- 


age, phase, speed, frequency. Hundreds of select- 


Book now available at $7.25 each. 
Free literature. 


LAKEWOOD, NEW YORK 
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subjecting dishes to 190 degree (Fa- 
renheit) water and steaming them 
dry. 

['wo large refrigerator rooms, one 
of which is equipped with a deep 
freeze unit, using York equipment 
and rated at 15 kilowatts, keep meat 
and produce at proper temperatures. 
Also, there is an electric ice machine 
by York which manufactures ice al- 

chipped for beverages. 

For 25 years, the owners of Joy 
Young have used their own baked 
g Their new bakery opcus off 
the kitchen proper and is equipped 
vith two automatic Edison-Hotpoint 
ectric bake-ovens, a special-built pas 
range by the same manufacturer, 
electrically operated Hobart 
dough-mixers, and an electric pie 
crust dough-roller. The bakery load 
; approximately 20 kilowatts. 

Both the kitchen and bakery are 
quipped with ventilating fans and 
the dining area is air-conditioned. It 
s interesting to note that Joy Young 
yas the first restaurant in the state of 
Alabama to install air-condit.oning a 
round 1935. 

Lighting in the kitchen and bak 

gives approximately 35 foot-can- 
les on all tasks. Large sky-lights 
ifford auxiliary light to the fine sys- 
tem of recessed fluorescent lighting, 
ruperly installed against the white 
background of the ceiling. The din- 
ing area makes use of indirect fix- 
tures and recessed lens boxes. The 
lighting load is approximately 20 kilo- 


att 


ke wiring jobs 
ays better! 


Easier... Faster... 
Neater... Safer... 
More Craftsmanlike... 
Lower Cost... 


IDEAL 
WIRING DEVICES 


LUGS, solder and solderless— 
high grade pressed copper. 
FISH TAPE, REEL AND PULLER 
ends tape breakage, kinking. 
*“WIRE-NUTS”” The Modern 
Solderless, Tapeless Wire Con- 
nectors. 
“E-Z’' Hand Type Wire Strip- 
pers for stripping solid or 
stranded wires. Also complete 
line of hand, foot and electri- 
cally operated Wire Strippers. 
BX Armor Cutter cuts 2- or 3- 
wire No. 12 or No. 14 cable. 
SPLIT BOLT CONNECTORS 
make permanent or temporary 
6) solderless connections. SERV- 
ICE ENTRANCE CONNEC. 
TORS ALSO AVAILABLE. 


Distributes Thr 
AMERICA’S LEADING WHOLESALERS 
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Nine years ago, Joy Young’s own 
believing themselves to be experi 
menting, installed a Hotpoint dou 
ble-deck bake-oven and an electric 
fry-kettle. In their own words they 
tell the story of how their new all- 
electric kitchen came into being: 
“About nine years ago, we bought 
in electric fry-kettle and a double- 
deck bake-oven. They held up finc. 
Our help didn’t grumble about clean 
ng them because they are so easy to 
clean, but they did not like to clean 
the other stoves. The help complain- 
ed about heat and fumes from the 
other stoves, and the other stoves had 








tures is a screw driver plus a 


EIVYDEE LANGER 


Just connect wires, screw to outlet box and 
the job’s done—in a few minutes! 













to be repaired too much. Pretty soon, Self-grounding —2-wire cord and plug may be 
n four years, the other stoves wore used. Fits standard 4” or 314” outlet box or 
ut, but our electric fry-kettle and plaster ring. Complete with receptacle, ¢ m5 Q 
the electric bake-ovens held up and two 5-foot chains, “S” hooks and cord fe 
cooked like new. They look like clips. Nothing else to buy. Each List 
“6 and we still use them . ae The Day-Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 7, 
dlectrie bills are all right, too. Mo. Nationally distributed through leading electrical 
No accurate figures are available for ary ane. *Patent No. D-141024. 
how; . A ° ; . Others pending. 
howing the increase in business by Underwriters approved. 






the Joy Young restaurant since it in- \ 
talled all-electric equipment. The 
restaurant has always done a good 
business, but its owners say that 
there has been an appreciable increase 


im patronage since they reopened in 
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M & W 


NEW 
NON - INDUCTIVE TYPE 


CABLE RACKS 





@ AC or DC current. 
@ One-piece construction. 


®@ Certified malleable iron. 


@ Need not be dismantled to 


place cables. 


@ Type D-F (illustrated) may 
be adapted to four-wire 3- 


phase. 
* 
Send for Copy of 


BULLETIN CS-51 


illustrating our line 


of racks and hangers. 


3 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 





September. 

The new Joy Young restaurant is 
an outstanding example of electrical 
modernization, possessing the most 
modern equipment and establishing 
high standards of cleanliness and 
efficiency in the restaurant business. 


New Orleans Sees What’s 
New Electrically 
(Continued from page 31) 


the floor and are equipped with the 
devices for modern living. 

“Demonstrators from the manufac- 
turing firms are on hand to show the 
New Orleans public how their lines of 
goods work. If your shirt is wrinkled 
they'll be happy to take it off your 
back and show you how it can be com- 
pletely ironed in an electrical ironer 
in two and one-half minutes.” 

In addition to the exhibits of the 
§6 electrical manufacturers, there was 
a complete amusement program, with 
a top-rank New Orleans band furnish- 
ing swing music in the New Orleans 
tradition and, nightly, a floor show 
recruited from the night clubs of the 
city. The show covered the entire 
ground floor of the auditorium— 
stretching across a city block—and, 
to accommodate the rush overflow at 
floor show time, it was necessary to 
use the balcony seating capacity of 
the large hall. Thousands who could 
not be accommodated on the ground 
floor occupied balcony seats to view 
the show and the exhibits. Other 
thousands milled and flowed ’round 
and through the exhibits. 

No actual sales were made, but 
demonstrators from the various fac- 
tories and distributors’ offices were 
on hand to explain the workings of 
1946-stvle electrical magic. 

As a practical way to channel the 
consumer interest generated by the 
show into dollars and cents sales, a 
guide book was issued at the door to 
each person entering. It indicated 


the location of each exhibit—and the 
names of the New Orleans depart- 
ment stores, furniture stores, hard- 
ware shops, and electrical appliance 
outlets where the various appliances 
on display might be purchased. 

The House of Magic show was also 
included, and with it a film, Walt 
Disney’s “The Dawn of Better Li 
ing,” was shown at regular intervals 
in the auditorium’s second floor A 
sembly Room. 

A heavy barrage of advertising wa 
used to drum up the high consumer 
interest which greeted the Elecctrical 
Show. Running over the signature 
of the New Orleans Electrical A 
ciation, numerous full page and three- 
quarter page ads invited Orleanians 
to visit the show for a preview of post 
war electrical living. 

In addition to the newspaper ad\ 
tising, a four-page mailing piece put 
out by New Orleans Public Serv 
local light and power company, plug 
ged the convenience of electrical liy- 
ing, as demonstrated by exhibits at 
the show. 

Planning for the mammoth exhibi 
tion was done by subcommittees of 
the city Electrical Associaticn. The 
men most responsible for the succ 
of the show are R. A. Mackenrot! 
chairman of the Association’s En 
tainment Committee; R. Braselton 
chairman of the regulation and ru 
committee; L. E. Gill, chairman 
the advertising and publicity commit 
tee: C. L. Osterberger, head of the 
budget and finance committee; and J 
©. Crary, chairman of the floor 
rangement and booth committee. 


Expert Help for the 
Kitchen Planner 
(Continued from page 27) 


any architect. She merely enjoys 
sketching in some panels to give the 
housewife an idea of how the finished 
kitchen will appear. 











WHOLESALE-TO-DEALER 
ON ALL MAKES 
WASHING MACHINE and 
VACUUM CLEANER PARTS 





GOODRICH WRINGER ROLLS and V-BELTS 
ELECTRIC IRON ELEMENTS AND PARTS 
Members of the Appliance Parts Jobbers Assn. 


UNITED 


APPLIANCE COMPANY 
706 CRAWFORD ST.—HOUSTON 3, TEXAS 





MAIL ORDERS ARE SHIPPED SAME DAY AS RECEIVED 


SERVICE TO THE SOUTH 
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Tone- Right 
BUZZER! 


List $1.00 each @ No. 46 


MURDOCK BUZZERS and 
PUSH BUTTONS SELL FAST! 











Quality Products Priced Right for Easy Sales! 


Electrical dealers everywhere report fast sales on these specialties. 
These sure-fire money-makers are made by the Wm. J. Murdock Co., 
for 50 years a leader in communications equipment. MURDOCK’S Tone- 
Right Buzzer attracts favorable attention because of its modern louver- 
design. Buzzer produces a pleasing, uniform tone and is guaranteed 
for years of trouble-free service. Choice of colors in attractive moulded 
cases. Operates on 6 to 8 volts, A.C. only. 344”x 154”x 114” deep. 
This no-contact buzzer is fully insulated. 


These Two Push Buttons 
Ring Your Profit Bell... 


Display Them On Counter for Self-Service Sales! 


MURDOCK Push Buttons are time-tested products. Smart, compact 
appearance . . . smooth working, positive contacts . . . all metal parts 
rustproof and insulated. Available in attractive moulded cases. 

No. 10 — 154%x1!4”x %” high. Name plate model No. 11 has 
removable metal escutcheon; 3144” x 114” x %” high. 





J MURDOCK REPRESENTATIVES 
ATLANTA: L. Morris Landers Co. © BOSTON: Electrical Agencies, Inc. ® Cleveland: Henger-Fairfield Co. © CHICAGO: George 
Butler Co. © DALLAS: George E. Anderson Co. © DETROIT: Hemphill & Co. © LOS ANGELES: Keeler, White Co. © NEW YORK: 
Telephone Sales & Service Corp. © PHILADELPHIA: Harry G. Anschuetz ® PORTLAND, CAL.: Keeler, White Co. ® SAN 
FRANCISCO: Keeler, White Co. © SEATTLE: Keeler, White Co. © ST. LOUIS: W. T. Koch Co. © UTICA: F. Walter Laver 
EXPORT DIVISION—Rocke International Corporation, 13 East 40th Street, New York 16, New York 














WM. J. MURDOCK CO. 236 Carter St. Chelsea 50, Mass. 











Here's How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as ... 
®Stagnant Air ®Excessive 
Heat *High Humidity 
®Chemical Fumes ®Severe 
Smoke. 











MARTIN 
Utility 
EXHAUST FANS 
A sturdy fan to fill a variety 
| of needs. For homes... for 


| commercial and light indus- 
trial uses, 








Sizes 24 to 72” Write for information. 


MARTIN Fan & Blower Co. 
4632 West 2|st Place Chicago 50, Illinois 


Lawndale 8474-5-6. Long Distance Olympic 5252 
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Reed 


» WIND-O-VENTS 
f ~=Reversible 
Quiet 

Portable 
Dependable 
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RUF with Divert-O-Vent 


CERTIFIED 
RATINGS 
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Unit Fan beare a certified rating 
label of the Propeller Fan Man- 
ufacturers Association. This label 
certifies that the fan has been 
tested im strict accordance with 
the Standard Test Code as ap- 
proved by the American Society 


a za and Ventilating En Rear Wire G i 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La. 
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Carbon Products 
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BRUSH KITS 
of all descriptions 
CARBON BRUSHES 


of all descriptions 


HELWIG COMPANY 


2544 N. 30TH ST. MILWAUKEE 10, WIS. 
Southern Offices 
Room 316 Walton Bidg., 
Atlanta, Georgia 
Telephone: JAckson 6097 
$25 Northwest Second St. 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
3000 Block McKinney, Houston 3, Texas 
elephone: Preston 1610 
1913 Washington Ave., St. Louis, Mo 
Telephone: Chestnut 6510 
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And that helps dealers sell applian- 
ces, for the Dallas Power and Light 
Company selis only light bulbs. 

Mrs. Wynne emphasizes that the 
services of the home planning depart- 
ment are available only when the 
home owner wants an all-electric kit- 
chen — she does not help plan a kit- 
chen that will contain a gas range. 

In many cases, she makes trips to 
the homes of prospects, or to homes 
under construction and takes meas- 
urements, comparing these with the 
blue print of the floor plan, working 
out preliminary sketches of arrange- 
ments, even suggesting changes in 
new home construction. The same 
service is available for remodeling an 
old kitcher. and she is ready and will- 
ing to recommend adequate wiring 
for the whole house, new or old. 
And when everyone is agreed on what 
is to be done, the arrangements are 
reduced to blue prints, including wall 
elevations — and the artistic sketch- 
es that go beyond the blue print 
stage. 

“What I try to do,” says Mrs. 
Wynne, “is sell the idea of the all- 
electric kitchen before I do my work. 
That has not been very difficult. 
Most people with whom I deal are 
electric-kitchen conscious when I 
meet them.” 

Sometimes, when her work is a 
bit slack, she wanders out on the dis- 
play floor and engages men and 
women in conversation. In that way 
she has developed a number of sales 
for the electric-kitchen idea. Ord- 
inarily, however, she has enough ap- 
plicants to keep her busy — people 
shopping for ideas on the display 
floor, who eagerly enter the home 
planning department when they find 
it. 

Mrs. Wynne says her principal 
trouble comes from her enthusiasm. 

“T enjoy the work so much,” she 
says, “that when someone wants a 


plan by a certain date, I really prom. 
ise to have it ready, and soon find my- 
self fighting a deadline. 

“Right now, I am working on a 
plan in which the home has been 
finished and the owner will have to 
go underground with the necessar 
wiring for the idea I sold him. It’s 
too bad we didn’t get together befo: 
the home was completed.” 

Some of Mrs. Wynne’s “custom 
ers,” it should be added, result fron 
an occasional newspaper advertis 
ment calling attention to the free ser 
ice of the home planning department 
for the company is highly pleased wit 
the way this newly-located depart 
ment has caught on with the public 

And it is scarcely necessary to men 
tion that people in the appliance bu: 
ness think it is a swell idea. 


Plan for Basic 
Sales Training 
(Continued from page 26) 


identical performances are given and 
at the end of cach session, employers 
are provided with blanks on which to 
register their salesmen for the course 
to follow. 

Present salesmen take an eight 
week refresher course where an 
tempt is made to learn what th 
need to be “untrained” on and then 
to substitute the newer ideas. 

New salesmen take a course called 
the “Fundamentals of Selling,” which 
has as its basic objective the devel: 
ment of good working habits in new 
recruits. Here the opportunitics 
appliance selling are pointed out and 
they are taught to think about the 
needs of people rather than thei 
wants. 

When both these courses have been 
completed, all graduates come togeth 
er in another course entitled ‘Prod- 
uct Use and Demonstration.” Grad- 
uate students will be thoroughly 














times not called for by Time Switch. 


features, new compact size . . 

















THE MODEL 130 
AUTOMATIC TIME SWITCH 


For turning signs, window lights, lighted billboards, and so on, ON 
and OFF automatically. Will handle loads up to 3300 watts. Easy 
to install and simple to operate. Load can be turned ON or OFF at 
Self-starting electric motor 
will operate at temperatures down to 20 degrees below zero. New 
. New opportunities for your profit! 


Write for Information and Discounts. 


AUTOMATIC ELECTRIC MFG. CO. 


MANKATO se 





eae 


30 AMPERES . . | 
3300 WATTS . . 


MINNESOTA $ 1 3-00! 
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Try to Match this 


PERFORMANCE, 
CONSTRUCTION, 


Sales Appeal 
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PATENTED LL PATENTED 
HERMETICALL SPIDER - 
“ 9 SEALED ROLLER MAXIMUM AIR 
A Breeze” to Sell BEARINGS MO RESISTANCE 
Imagine an attic fan LONG 
with these features; no — 
oiling, no belt adjustment “ 
vr alignment, no motor eee — 
hum transmission, long Tt auromanc 
life. Well, it’s here and BELT 
it’s your chance to cash ADJUSTMENT 


in on an item that is a 
breeze to sell. The fan 
with patent features. 
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Immediate delivery on complete 42” fan chassis less 
motors. Limited supply of fans with motors. Any 
1/4 or 1/3 h.p. motor can be easily installed. 
Write today for folder giving full particulars on 
this revolutionary fan. 

*All patents applied for 


STONEWALL COMPANY 





Southern Sales Office: 813 Bona Allen Bldg. Atlanta, Ga. 
FACTORY: 138 WEST 54th ST., CHICAGO, ILL. 











THE ULTIMATE 
: IN 
QUALITY 








MENOMINEE, MICHIGAN 


GEORGE E. ANDERSON CO. Ss. L. BAGBY COMPANY 
Sante Fe Bidg., 822 W. Moorhead St.. 
Dallas 2, Texas Charlotte, N. C. 
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The New Home of 


Lilo yo 


PRODUCTS 
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Lloyd appreciates the patience and forbearance you have 
shown when overloaded manufacturing facilities slowed down 
delivery of Lloyd Flex-Loc Lamp Holders and Lloyd Auto- 
matic Starters. We are now at home in this large modern 
plant, where greatly increased facilities will make possible 
greater service to all our customers . . . service which we 
hope will match in quality the matchless Flex-Loc Lamp 
Holders and Lloyd Automatic Starters. 


LLOYD POLICY INSURES QUALITY 


651-F 

FLEX-LOC Lamp Holder 
Automatically self-adjusting. Engi- 
neered to fit ALL STANDARD spac- 
ings. POSITIVE AUTOMATIC 
LOCK. PERFECT ELECTRICAL 
CONTACT. Brass contacts grip BOTH 
sides of lamp pins securely. 


Listed and Approved by Underwriters’ 











Lab., Inc., and Canadian Standards 
Assoc., App. Division, E.T.L. Test 
Report 314/54 Available. Patented— 






Other patents pending. 






+ 3-6 
LLOYD 
48°- 40Ww 
REMOVE 
















FS-40 Ki, ) 
AUTOMATIC Starter aiOl 
CUTS OUT deactivated or flickering FS-40 
lamps. CUTS OUT current to lamp Futom— 
and ballast. Increases life of lamp = 
and ballast. Tx 






Oerririet 
Listed and Approved by Underwriters’ i‘? , 
La., Inc. Certified by E.T.L., Spec. 6. 
Pat. Nos. 2200443-2228210. 
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LLOYD PRODUCTS COMPANY 


Rhode Island : 





Providence 5 













WILLIAM H. BERRY, JR. 
88 Pryor St., S. W., Atlanta 3, Ga. 








| 
| SIGNAL ELECTRIC MFG. CO. 


ELECTRICAL. SOUTH for NOVEMBER, 1946 












Automatic Irons 
Immediate Delivery! 


é 
& 





Here at last is the Electric Iron everyone 
has been waiting for. Famous Du-Mul 
Iron, equipped with a Westinghouse 
thermostat control. Approximate weight 
312 Ibs. per iron. Comes complete with 
cord as illustrated. Factory warranted 
for three years. Hard to beat value! 
ORDER NOW — SUPPLY LIMITED! 
SAMPLE 
$7.95 


IN LOTS OF EACH 
8 OR MORE ONLY (WORTH MORE) 


APPLIANCE COMPANY 


Wholesale Distributors 
706 Crawford Street 
HOUSTON 3, TEXAS 
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* WASHER LUGS * 


A SIZE and TYPE for every need! 


FOLDS OVER HERE TO CLOSE 


KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
VINE AT THIRD—-ES * CINCINNATI 2, OHIO 





grounded, through actual use of 
equipment, in the fundamentals of 
appliance use and demonstration. 

There will also be a series of ses- 
sions for scrvice and repair men un- 
der the title of “The Clean Thumb.” 

This - came about, according to 
Mr. Cook, because of the high num- 
ber of compiaints about fingerprints 
left on appliances, walls, door bells 
by servicemen. 

Prizes are given to salesmen for 
prompt attendance at school sessions. 
Products of the cooking trainees form 
the basis of an “after school lunch.” 

A unique feature of the training 
equipment is a facsimile door, labeled 
“The door to opportunity.” Using 
this door, salesmen are trained in 
house-to-house canvassing. One is 
designated <s the “housewife” and 
he drums up all the sales resistance he 
can muster. The appearance, meth- 
od of approach, sales argument, and 
other points of the salesman’s effort 
is in turn criticized and corrected. 

This same door is so consiructed 
that it opens the other way and be- 
comes the door of an appliance store. 
Equipment on demonstration in the 
Hall become the store’s display and 
customers who enter through the door 
are met by “floor salesmen” who are 
taken through their paces by “cus- 
tomers.” 

Mr. Hills said there were five par 
ticular points which the year-round 
school was designed to cover: (1) 
to point out new ideas; (2) to main- 
tain a flow of new ideas; (3) to moti- 
vate salesmen to greater effort; (4) 
to broaden their knowledge of buy- 
ers’ problems, and (5) to increase 
their knowledge of the product and 
its use. 

“Selling is going to be the retailer’s 
responsibility,” Mr. Hills said, ‘and 
although it is a free market, the pub- 
lic will not accept everything that is 
offered it. The public will exhibit an 
increasing trend in product selectivity 
and price consciousness. 

“Manufacturers realize,” Mr. Hills 
continued, “that lush days are about 





over and that old sales training poli- 
cics had better be brushed off and 
made ready for high-gear operation.” 





Lugs, Straight 

oan Parallel % 

Connectors, 

Cable Taps, 

Tees, Service Connectors, Ground- 
ing Clamps, Elbows, etc. etc. 
PENN-UNION ELECTRIC CORP. 

ERIE, PA. 
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LEAD AND ALUMINUM PAINT 


Spot or Full Coat 
for 
Galvanized Structures. 
It sticks, it blends. 


Cibo INC. 


NORTH ARLINGTON, N. }. 











WANTED 


ELECTRICAL PROJECT ENGINEER 


One (1) experienced graduate engineer 
responsible charge electrical engineering 
and design of steam-electric and hydro 
electric power plants and high voltag 
substations. Applicants please furnish 
personal data and Experience Record. 


Box 122, Church St. Station P. O. 
New York 6, N. Y. 














EQUIPMENT FOR SALE: 


4—4.8” Seco Attic Fans with 4% HP AC Motor 
1—50” Acme Attic Fans with LHP AC Motor 
6—18” Martin DW-DI Blowers B, D, & “%4HP Motor 


10—18” Martin DW-DI Blowers B, D, & %4 
3—261%” DW-DI Blowers THD, less motor B & D 
1—25” DW-DI Blowers BHD, with 144HP AC Motor 
150—16” 4-Blade Burden Fan Blades 4%” Bore 
200—14” 4-Blade Burden Fan Blades 5/16” Bore 
100—12” 4-Blade Burden Fan Blades 5/16” Bore 
100 ea.—6”-8”-10” Fan Blades 23° pitch, Y% & 5/16” Bore .50—.55—. 65 
All new merchandise—subject to prior sale. Prices net each. 


Box 615, Care ELECTRICAL SOUTH, Grant Bldg., Atlanta 3, Ga. 


HP Motor 


Address 
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PARTS~ 


FOR 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric “Master 
Hamilton-Beach Peerless 
Holtzer-Cabot Robbins & Myers 
Howell Star 

Hunter Thor 

Wagner 
Westinghouse 


Century 
Cutler-Hammer 
Delco 

Diehl 

Duro Ilg 
Leland 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 


\ S 


Emerson 








SECO COOLING FANS 


than ever 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 


SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 





ATTICS 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 


24”, 30”, 36”, 42”, 48”. 
(3800 to 18,500 C.F.M.) 
Write for lustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


4916 EASTON AVE. * ST. LOUIS 13, MO. 


Land 





REMEMBER THE NAME .. . 








1915 1946 








AUTOMATIC ELECTRIC WATER HEATERS 
One of the First. . . 


In 1915 we introduced the first “Sepco” 
Water Heater which would heat water 
electrically. 


Through these years they were constantly 
improved to provide quick, dependable trou- 
ble free hot water supply. 


We attribute their performance to Sepco’s 
five exclusive features— 


SEPCO—Vertical Heating Unit 
—Snap Action Immersion Thermostat 
—Special Design Diffuser 
—Easy to Service 
—Adaptability to Any Specifications 


Manufactured only by 


The Automatic Electric Heater Co., Inc. 
POTTSTOWN, PENNA., U. S. A. 
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tHe Areok- rer MAKER” 


provides fully the comfort 
and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 


Single Inlet—Double Inlet. 400 
CFM to 12,500 CFM. 
Single Inlet Blower illus- 





trated at left is particularly 
adapted for ventilation of 
mess halls in military estab- 








lishments. 





VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE. INDIANAPOLIS 7, U.S.A 























BAR-BROOK ATTIC FAN 


tf you're thinking of selling Attic Fans for the profitable sum- 
mer ahead, take a good look at BAR-BROOK. The BAR-BROOK 
Attic Fan is a proven profit-maker, an efficient, dependable unit. 


You can stand behind every BAR-BROOK you sell, because 
BAR-BROOK builds ‘em right. Years of research and experience 
are responsible for the following 
BAR-BROOK features: one-piece 
streamlined orifice, aerodynamical- 
ly balanced blade assembly, certifi- 
cation under the ASHVE test code. 
capacity ranges from 5500 CFM to 
21,000 CFM, and silent, trouble- 
free performance. 


BAR-BROOK Attic Fans assure 
dealer profit and customer satis- 
faction. Write for the details 
NOW, and take a good look! 





The New Bar-Brook 
Window Fan 


At last, a window fan of mod- 
ern, functional design. Ideal 
for apartments, small homes, 
offices. Only 54%” thick. Looks 
like venetian blind. 


Midwest Representative: 
Earle Goetze Company 
Mdse. Mart, 


Kansas City, Mo. 


Southeastern Representative: 
Fulwiller & Chapman Company 
314 Luckie St., Atlanta, Ga. 


Southwestern Representative: 
Geo. E. Anderson Company 
1901 Griffin St., Dallas, Texas 


SHIELDS 
YOU 
FROM 
SUMMER 
HEAT 


SHREVEPORT 
ENGINEERING CO. 


1553 Texas Ave. Shreveport, La. 
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A NEW 4-POLE 
THERMAL MAGNETIC 
TRIP 


MULTI-BREAKER 








Trips instantly 





on short circuits 
but holds on 
harmless over- 
loads 

















The popular MO 
2-pole Multi-breaker 
now increased 
to 4-pole range 


Calibrated for . 
the new National TYPE MO4G 
Electrical Code, 
wire ratings 15, 

20, 30 ampere 





2-WAY PROTECTION FOR CIRCUIT WIRING 

The magnetic trip functions in 1/50 to 1/100 of a sec- 
ond even on minor short circuits. This magnetic 
trip feature is combined with the time-tested ther- 
mal bi-metal element which provides time-delayed 
tripping on moderate overloads. 

The MO4 MULTI-BREAKER is compaci (5’'x7'’) having 
4 single poles with circuit ratings of 15, 20, 30 am- 
peres. Either top or bottom poles can be converted 
into a double pole circuit by inserting a handle tie 
bar furnished with the device. 

MO4 MULTI-BREAKERS are available for flush or sur- 
face mounting. 

Ideal to install in GI homes, farms, prefabs where 
two lighting or appliance circuits and a small electric : 
range circuit are required. Orin homes, farms, shops, ; y 
stores, etc., where four lighting or appliance branch ¥ 
circuits are needed. 

FOR COMPLETE DETAILS, WRITE FOR BULLETIN 4100. ADDRESS 
SQUARE D COMPANY, 6060 RIVARD ST., DETROIT 11, MICHIGAN 


SQUARE J) COMPANY 


DETROIT MILWAUKEE 
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BAR-BROOK ATTic FAN 


tf you're thinking of selling Attic Fans for the profitable sum- 
mer ahead, take a good look at BAR-BROOK. The BAR-BROOK 
Attic Fan is a proven profit-maker, an efficient, dependable unit. 


You can stand behind every BAR-BROOK you sell, 
BAR-BROOK builds ‘em right. 





The New Bar-Brook 
Window Fan 


At last, a window fan of mod- 
ern, functional design. Ideal 
for apartments, small homes, 
offices. Only 544” thick. Looks 
like venetian blind. 


SHIELDS 
YOU 
FROM 
SUMMER 
HEAT 


because 

Years of research and experience 
are responsible for the following 
BAR-BROOK features: one-piece 
streamlined orifice, aerodynamical- 
ly balanced blade assembly, certifi- 
cation under the ASHVE test code. 
capacity ranges from 5500 CFM to 
21,000 CFM, and silent, trouble- 
free performance. 


BAR-BROOK Attic Fans assure 
dealer profit and customer satis- 
faction. Write for the details 
NOW, and take a good look! 


Midwest Representative: 
Earle Goetze Company 
Mdse. Mart, 


Southeastern Representative: 
Fulwiller & Chapman Company 
314 Luckie St., Atlanta, Ga. 


Southwestern Representative: 
Geo. E. Anderson Company 


1901 Griffin St., Dallas, Texas 


SHREVEPORT 


ENGINEERING CO. 


1553 Texas Ave. 
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Shreveport, La. 





Kansas City, Mo. 
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A NEW 4-POLE 
THERMAL MAGNETIC 
TRIP 


MULTI-BREAKER 











Trips instantly 





on short circuits 
but holds on 
harmless over- 
loads 














The popular MO 
2-pole Multi-breaker 


now increased 
to 4-pole range 


Calibrated for 
the new National 
Electrical Code, 
wire ratings 15, 
20, 30 ampere 


TYPE MO4 





2-WAY PROTECTION FOR CIRCUIT WIRING 

The magnetic trip functions in 1/50 to 1/100 of a sec- 
ond even on minor short circuits. This magnetic 
trip feature is combined with the time-tested ther- 
mal bi-metal element which provides time-delayed 
tripping on moderate overloads. 

The MO4 MULTI-BREAKER is compact (5’’x7'’) having 
4 single poles with circuit ratings of 15, 20, 30 am- 
peres. Either top or bottom poles can be converted 
into a double pole circuit by inserting a handle tie 
bar furnished with the device. 

MO4 MULTI-BREAKERS are available for flush or sur- 
face mounting. 

Ideal to install in GI homes, farms, prefabs where 
two lighting or appliance circuits and a small electric 
range circuit are required. Orin homes, farms, shops, 
stores, etc., where four lighting or appliance branch 
circuits are needed. 
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FOR COMPLETE DETAILS, WRITE FOR BULLETIN 4100. ADDRESS 
SQUARE D COMPANY, 6060 RIVARD ST., DETROIT 11, MICHIGAN 





SQUARE J) COMPANY 


DETROIT MILWAUKEE LOS ANGELES 









G-E SWITCH FEATURES 


Strong, tough, molded Textolite* trigger 
handles withstand abuse without breaking. 

Textolite box resists breakage, oils, and 
corrosive atmospheres. It has much less 
bulk than porcelain, thus providing 
maximum room for wire. 

The wide ear-type crossbar assures 
automatic adjustment and correct alignment 
of switch to mounting surface. The four 
corner projections break off to provide 
handy metal washers for bushing-up 
switch behind box mounting screws. 
Drive screws fasten crossbar securely 
without use of nuts. (Illustration shows 
two washers detached.) 

Binding screws are upset to prevent 
falling out, and are large enough to 











accommodate No. 12 wire. 

This switch is T-rated for 10 amp at 
125 v, 5 amp at 250 v. It is approved 
hy Underwrit rs 3 ab yratories, Inc. 
The Textolite blade carrier is an 
outstanding feature of this switch; 
other switches, to our knowledge, 
have metal blade carriers. The use 
of Textolite eliminates the need for 
insulating fiber washers, which tend 
to swell or distort, causing 
switch failures. Textolite assures 
full insulating protection together 
with strength and stability. 

The switch mechanism has phos- 
phor bronze blades for lasting 
spring tension. Split blade design 
provides better contact than solid 
blade and split contact types. 

A compression-type actuating 
spring assures operation with 
minimum arcing and maximum 
spring life. Action of the blades 





is fast and positive. 
Trade-mark 


~ sor 


} 


A 
te 


LOOK AT THIS “INSIDE STORY” 
OF G-E SWITCH CONSTRUCTION 


This exploded view shows the sturdy construction and claim made for it—and perhaps a little more, becau: 
compact design that make G-E stand. switches the we don’t believe in skimping on quality. 
answer to any electrical maintenance man’s prayer Check the outstanding advantages listed in the pan 


All parts are built to last. There ave no weak links to 
nt. Even the G-E switches — you'll be sure to get the best. 


il. 


above. Then, on your next installation, remember to us 


cause early failure and frequent replacers 
handles are extra tough, to guard against breakage from For information on the full line of G-E wiring device 
careless blows. write Section D15-1116, Appliance and Merchandise D 

The switch illustrated here is a T-rated, fine-quality partment, General Electric Company, Bridgeport 2, Con 


switch for standard, high-grade installations. G.E. makes 
a full line that includes all grades, as well as silent and 
special switches. Every G-E switch lives up to every 
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